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Put This Demonstrator On Your Counter 











—where it will 
attract interested barn owners 





At this time of the year in every community there are hundreds of barn 
owners deeply concerned in the purchase of one or more sets of barn 
door hangers. It’s the logical time to introduce them to BIG 4—the 
finest barn door hanger on the market. 


And here’s a counter demonstrator that will do a great deal of the 
introducing for you—while you are waiting on other trade. It illus- 
trates the many good features of BIG 4. It shows the flexible features 
which prevent damage to the door should anything bump against it— 
it shows how snugly BIG 4 hangs the doors, it shows the Braced Rail, 
the Washburne Latch and the No. 2 Handle Hasp used with this set— 
and it shows the rigid and sturdy construction of all. In brief, it gives 
a complete demonstration of the usefulness and merit of BIG 4. 


Displayed on your counter, this BIG 4 Model will attract lots of good 
business for you. It is part of the co-operative selling service that is 
rendered to NATIONAL dealers. Put it to work selling barn door 


hangers for you. 


Full details upon request 








National Manufacturing Co. 
Sterling, Illinois 
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York City where the air is 

always heavy, and often rank; 
with the odor of human bodies and 
highly spiced cooking, and where the 
zest of life is but the bitter flavor 
of cynicism, children grow up with 
a suddenness that is startling to 
those unacquainted with the habits 
and the miseries of the slums. 

The crowded mingling of these 
children with their elders, at all 
hours of the day and night, quickens 
their perceptions and dulls their sen- 
sibilities. Their ways of play are 
rougher and more mature than those 
of other children. 

In spite of this, however, the 
quantity and diversity of toys that 
are given as gifts and destroyed in 
robust play by children of the Ghetto 
is apparently out of all proportion 
to the visible evidences of wealth 
in that life-calloused and crowded 
section of the world. 

In contrast the Central West stim- 
ulates and displays a direct interest 
in children’s toys. In that part once 
known as the Middle Border, there 
is an accumulation of evidence, which 
future historians may regard as 
significant in its bearing on the 
evolution of American civilization, 
and in the development of the Amer- 


DD ‘rou in the Ghetto of New 





ican type. This evidence is the in- 
troduction and popularity of mechan- 
ical toys which seem to have attained 
their highest degree of popularity 
among the boys of the Central and 
Western States. 

The contrast between the Ghetto 
of New York and the inland cities 
of the Central West is perhaps no- 
where more striking than in the 
widely different methods of play 
enjoyed by the children of these two 
distinctly separated sections. There 
is more leisure and less congestion 
in the west. The competitive neces- 
sities of existence are not as rigor- 
ous and exacting there as they are 
in the East. Consequently more 
time and attention can be given to 
children, and children in their turn 
can exercise more choice in their 
selection of games and playthings. 


Popularity of Mechanical Toys 


As a concrete illustration of the 
popularity of mechanical contriv- 
ances in the West and of the atten- 
tion that is given to children’s toys 
there, the two photographs accom- 
panying this article furnish not only 
ample testimony in this respect, but 
valuable material for window trim- 
mers everywhere who are interested 
in displaying toys attractively both 
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Reaching the Parents 
Through Toy Sales 


Toys Interest the Children, 


Bring the Parents to the 
Store and Sell Quickly 
—Now Is the Season 


to Feature Them 


in the window and in the toy depart- 
ment. 

The window display devoted ex- 
clusively to mechanical toys was 
shown by C. H. Little, Freeport, IIL, 
and was, Mr. Little said, “the busi- 
ness builder of the year.” The three 
most prominent features of the dis- 
play were made to captivate the eye 
of any boy interested in anything 
of a mechanica] nature. What boy 
who has ever felt the fascination of 
watching a railroad train roar west- 
ward through the night, trailing be- 
hind it a stream of sparks and lurid 
fire, could resist the pictures of his 
own imagination while gazing on the 
spacious and imposing span of the 
suspension bridge that occupies the 
center of the Little window? We 
wonder how many boys who have 
gazed upon the miniature windmills 
which occupy opposite ends of this 
display have felt the desire to use 
them in some way, of which only they 
themselves knew the full meaning? 

But the complete appeal of this 
window display, in fact the consum- 
mate touch that made it worthy of 
notice, were the chains and cogs that 
were all in motion turning the wind 
mills, operating the cranes and der- 
ricks, and causing passers-by to 
pause with an attitude of curiosity 
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and interest. A motor in the rear 
of the window supplied the power. 

It seems almost superfluous to 
enumerate, even in part, the many 
advantages to be derived by the 
dealer who shows moving objects in 
his -window. There has been so 
much harping on this subject by men 
of experience that for us to add to 
what has already been said, and in- 
cidentally to what we have ourselves 
so often said, seems almost an un- 
warranted repetition. Whether mov- 
ing objects in a display have a 
greater degree of attraction for the 
average person than other forms of 
display, we leave it for you to dem- 
onstrate to your own satisfaction in 
your own window. 

The interior display showing a 
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above the reach of curious little 
hands and in a very favorable posi- 
tion for parents to see and appraise. 
On the top shelf steel structural toys 
are displayed to good advantage. 
They are also in a position so that 
they can be conveniently demon- 
strated. 


The Lure of Winter Sports 


The combination of toys, sleds, 
skiis and skates shown in the win- 
dow display of a Minnesota hard- 
ware store is not only attractive, but 
essentially inviting, with something 
of the holiday quality about it. The 
combination is rather unusual and 
the grouping is particularly effective. 
Every article in the window stands 
out clearly and distinctively. 
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From these illustrations taken in 
hardware stores in various parts of 
thé country it is obvious that toys 
constitute an interesting and pvrofit- 
able line of merchandise for the 
progressive merchant. A practical 
hardware dealer would not handle 
toys if they did not pay substantial 
profits for the amount of time, space, 
effort and money invested in them, 

In this connection it may be inter- 
esting to pass along a few ideas from 
a man who, though not engaged in 
the hardware business, has had some 
very practical experience in selling 
toys. H. A. Barnes, Toledo, Ohio, 
in speaking of the introduction of 
a juvenile wheel toy department in 
his firm, says: 

“As soon as the news began to 

















This interior display of the American Hardware Stores, Inc., Bridgeport, Conn., carries a diversified appeal. 


Studious children, those 


with mechanical inclinations, and just plain boys and girls will be interested in this corner 


corner of the toy department at W. 
J. Pettee’s, Oklahoma City, is worthy 
of scrutiny because of the shelf 
arrangement and the large assort- 
ment of goods displayed. Electric 
trains run to and fro on the lower 
shelf, past stations that are perfec- 
tions in miniature of wayside sta- 
tions that can be seen along the route 
of any large railroad in the country. 
There is always an appeal to children 
in electric trains, and in this display 
they have been placed almost on a 
level with the eyes of the youngsters 
who. visit.the Pettee toy department. 

Qn the second, shelf electrical, 
chemical and sundry. mechanical de- 
vices of more or less educational 
value for children are shown, just 


Using every inch of available 
space in the window is a problem 
that perplexes many display men. 
The window of the Southern Hard- 
ware Co., in Tulsa, Okla., displays 
more than two dozen different items 
of children’s toys, and is not over- 
crowded to the extent of being con- 
fused. It is a window concentrated 
on toys, and features an assortment 
of toys of interest to youngsters of 
nearly every age. 

The interior display of the toy 
department of the American Hard- 
ware Stores, Inc., Bridgeport, Conn., 
also. shows. a- wide assortment of 
wheel toys, .desks,-.tool- kits, small 
pool -tables, engines, and. electrical 
articles for children. 


get noised about that we had put in 
a real juvenile wheel toy department, 
the fun began. An ever increasing 
stream of customers came to our 
store—and the interest was not all 
with the children. It was a surprise 
to us to find both fathers and mothers 
equally interested with the children. 
In fact, parental appreciation of 
values was a big factor in the success 
of our experience. While children 
are naturally attracted to the bright 
and flashy toys, the parents were 
particularly: interested in the quality 
and stability of the article, which 
fact shed a new light on the toy 
business for. us; 

“In ,spite of our late start, our 
sales went up to unexpected figures, 
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Here’s a corner of W. J. Pettee’s, Oklahoma City, Okla. 
always to be found near this counter. 


until we had sold more than three 
times the estimated volume of our 
most optimistic moments. Natural- 
ly, we needed no other proof that 


juvenile wheel goods were real busi- 
ness builders, for past experience 
had taught us the value of getting 


a family into our store. And the 


This window caught the attention of both boys and girls. 
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further fact that our wheel toy de- 
partment is located on the fifth floor 
of our building clearly <dndicated 
that an intensely human interest 
was the direct incentive behind each 
customer’s visit. 

“Another lesson learned was the 
desire of parents for the practical 


caught the girls’ eyes, of course 


The boys stopped to look at the trains of cars and the velocipedes. 


Future electrical and mechanical engineers, chemists and railroad men were 
So were their parents 


and substantial toys instead of ac- 
cepting the jim-crack and makeshift 
kinds. Fathers would become quite 
as enthusiastic as the youngsters 
when they would see a coaster, ju- 
venile auto or velocipede. In many 
instances, the parent would ‘sell’ the 
child on the pleasure and healthful 


The dolls 
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“They never had toys like that when I was a boy.” 


exercise to be had from their opera- 
tion, all of which opened our eyes 
to a new era in merchandising to 
young Americans.” 

‘That, concisely, is the advantage 
to the dealer in establishing a toy 
department. It pays, not alone be- 
cause it interests children, and gets 
them and their parents into the 
store, but because toys are fast mov- 
ing goods. If toys have drawing 
power enough to get parents and 
children into your store, thus giving 
you an opportunity to show the 
people of your community some of 
the other lines of merchandise that 
you stock, by means of your store 
arrangement and displays, they are 
well worth genuine merchandising 
attention. 


Interesting the Mother 


When a mother enters a store with 
her boy or girl for the purpose of 
purchasing a toy, she invariably 
walks through the store, either to 
the rear or to an elevator or flight 


of C. H. Little, Freeport, Ill. 


of stairs in order to reach the toy 
department. 
invariably pass 
goods, cutlery, nickel ware, general 
hardware and other departments of 
the store. 
serves various articles that are dis- 
played, 
doubtedly desires or could use with 
greater convenience than some of the 
articles in her own home. 
does not buy at the time she visits 
the store to purchase the toy for her 
child, sh¢ at least carries away with 
her an impression of the quantity 
and variety of goods that the partic- 
ular store handles. 

From the Ghetto of New York to 
the Golden Gate on the Pacific Coast 
the market for toys is increasing 
annually. 
ufactured in the United States than 
ever before. 
the large distributing centers of the 
country the quality of American 
made toys is better this year than 
it has ever been. Perhaps one of the 


In doing so she will 
housefurnishings 


She unconsciously ob- 


some of which ‘she un- 


If she 


More toys are being man- 


According to buyers in 


Many a father said that when he gazed at these mechanical toys in the window 


reasons for this statement on the 
part of buyers is because they have 
had an opportunity to compare do- 
mestic toys with those which have 
been imported. The difference in 
the quality of American toys and of 
those imported, in relation to their 
adaptability for use by American 
children, is said to be striking in the 
extreme and indubitably in favor of 
the American product. The Amer- 
ican toys are built to last. 


Toy Displays An Asset 


The approach of the holiday season 
makes it necessary for dealers to 
consider displays and decorations. 
The experience of dealers in all parts 
of the country proves conclusively 
that a window devoted to attractive 
toy displays is space well used. A 
display of toys that will leave a last- 
ing impression and a feeling of good 
will with both children and parents 
is an asset in any community, and 
one that no dealer can afford to 
neglect. 

















You can’t keep a real boy indoors during the winter. 


This Minnesota hardware merchant 
out of mischief when school is over 


has featured articles calculated to keep him 





















American Valuation from Two Standpoints 


Comparative Arguments For and Against the Proposal 


to Base Import Duties on the American Valu- 
ation of the Merchandise Imported 


FEW days ago an article ap- 

peared in the New York Herald 
regarding the American Valuation 
Clause. I have summarized the ar- 
guments in this article, as tabulated, 
and have answered them to the best 
of my ability. The arguments against 
the plan appear in italics with the 
answers following. 


1. That the plan will increase 
retail prices through the theory 
that domestic manufacturers 
would themselves automatically 
regulate the duty upon im- 
ported goods by increasing their 
own prices. 


Answer— 


Domestic manufacturers would never 
increase their own prices with a view 
of increasing duty for the following 
reason: Assuming that an article 
costs $1 to import and the American 
selling price is $4 and 25 per cent is 
the rate of duty arrived at. 25 per 
cent of $4 equals the duty which would 
be $1, making the German article cost 
$2 against the American selling price 
of $4. Supposing that the American 
selling price were increased to $5. The 
duty would be increased to $1.25, mak- 
ing the duty and import cost $2.25 
against the American selling price of 
$5. In other words, every time the 
American manufacturer would increase 
his price it would make it less possible 
for him to compete. 


2. That the American public 
which holds the retailers re- 
sponsible for prices at which 
merchandise is sold for con- 
sumption, will prefer a tariff 
law which plainly shows what 
the duties are. 


Answer— 


Under the American Valuation plan 
the public will be able to find out ex- 
actly what the duties are. What is 
worrying the importers is that they 
will not be able to camouflage the value 
of the goods imported as they are able 
to do to-day. It is nothing uncommon 
at the Port of Entry to find an im- 
porter buying something for $1 a dozen 
and another importer buying exactly 
the same thing for $1.50 a dozen. But 
generally importer No. 1 is affiliated 
with the manufacturer on the other side 
and therefore the lower his billing price 
to the house in this country the less 
duty is imposed. At the entry Port of 
New York alone over 500 cases ‘of 


By C. L. Gairoard, 
J. Wiss & Sons Company, Newark, N. J. 


under valuation are discovered every 
month. How many go through with- 
out being discovered is a question. 
Some one has aptly said that our pres- 
ent method of levying duty reminds him 
very much of the Town Committee 
telling a householder, “The tax rate 
this year is going to be .0020 per dollar. 
Go home and make out your tax bill.” 
The importers are afraid that with 
the American Valuation plan they will 
not be able to make out their own bills. 
They will be made out for them. 


3. That the plan will aggra- 
vate rather than halt foreign 
exchange depreciation. 


Answer— 


The American Valuation plan will 
not aggravate the depreciation of for- 
eign exchange. The mark has been 
falling off in value during the last few 
months—not due to the fact that the 
trade balance is against Germany, but 
due to the fact that the German gov- 
ernment is printing billions of marks, 
and the German people who are wise 
are disposing of these marks at any 
price whatever because they know they 
are of no value. The other day the 
German stock exchange had to close 
due to the rush to dispose of marks for 
dollars and pounds Sterling. A coun- 
try cannot go on printing money and 
expect the exchange to improve. So 
therefore the American Valuation plan 
would have no control over this. 


4. The plan will reduce for- 
eign buying to guesswork be- 
cause this plan is “indirect,” 
complicated and indefinite, be- 
cause the American buyer pur- 
chasing goods abroad will have 
no knowledge of what the final 
landed cost of the merchandise 
will be. 


Answer— 


At the present time has the Ameri- 
can purchasing goods abroad any 
knowledge of the final cost of what this 
merchandise will be? He certainly 
has not. The rule under which goods 
are imported to-day says that for the 
purpose of computing duties the rate 
of exchange prevailing on the date of 
shipment will govern. In other words, 
if a person buys an article in Ger- 
many at 300 marks, for figuring duty 
the 300 marks is considered to be worth 
$1.80, but if the goods were shipped 
last May when the mark was worth .0165 
for the purpose of figuring duty, the 
valuation of this article would have 
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been $4.95. If the present duty to be 


paid is not guesswork, what is it? The 
importers acknowledge that importing 
goods at the present time is like gam- 
bling in exchange—nothing more or 


less. Under the American Valuation 
plan they will know what the tariff 
rate is, and they undoubtedly can as- 
certain what the American wholesale 
price is for comparable goods, and will 
know exactly what duty they will have 
to pay before they place their order. 


5. That the adoption of the 
plan would seriously interfere 
with the improvement of certain 
fundamental conditions which 
must be achiéved if there is to 
be a restoration of national 
prosperity and the relief of 
widespread unemployment. 


Answer— 


The importers agree that under the 
American Valuation plan _ imports 
would be curtailed. In what way that 
is going to increase unemployment is 
pretty hard for us to'understand. We 
always understood that if the goods 
were made in the United States instead 
of being imported it would mean more 
work for our men. We always thought 
that national prosperity depended upon 
our workers being employed. We 
know from past experience that the 
only thing that gives our workmen a 
full dinner pail is protection. 


6. That the plan will hinder or 
prevent the international ex- 
change of raw materials, prod- 
ucts and merchandise at a 
period in our national life when 
such exchange is more essen- 
tial than ever before in the his- 
tory of the country. 


Answer— 


The American Valuation plan will 
not prevent the international exchange 
of raw materials. Foreign countries 
do not buy from the United States be- 
cause of any good will toward us, but 
because our products are better or 
cheaper than the products of any other 
part of the world. American Valua- 
tion will not prevent us from buying 
coffee from Brazil, for instance, be- 
cause Brazilian coffee is good coffee. 
It will not prevent us from buying 
sugar from Cuba. If we are not mis- 
taken the Cubans some time ago put 
up the price of sugar until you paid 
as high as 30 cents a pound. What the 
American Valuation will do: It will per- 
mit the sugar cane growers of Louis- 
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jana and the sugar beet growers of the 
West to plant a larger acreage and per- 
haps we never will have to pay 30 cents 
a pound for sugar again. 

7. The plan will be detrimen- 
tal to the best interests of Amer- 
ican farmers and growers be- 
cause it will force European na- 
tions to buy their wheat, meats 
and other foodstuffs from South 
America, Australia and Can- 
ada; their cotton from India; 
their oil from Mexico and many 
manufactured products from 
Great Britain, France and Ger- 
many. 

Answer— 

The European nations and the na- 
tions of the world will always buy their 
supplies wherever they can get them 
to the best of advantage. The day 
that cotton will be grown in Egypt at 
a price and of a quality which will com- 
pare favorably with our Southern cot- 
ton, you will find that Great Britain 
will not buy any more cotton from the 
United States, and the day that Aus- 
tralian meats can be delivered in Lon- 
don in as good condition and at a lower 
price than the packers of Chicago can 
deliver them, you will find that Great 
Britain and the balance of Europe will 
buy them. If Mexican oil can be de- 
livered at any of the ports of Europe 
cheaper than oil from the United 
States, you will find that the Mexican 
oil will be purchased by the Europeans 
and all other nations, whether or not we 
have American Valuation. 


What Does American Valuation Mean? 

It means that instead of taking an 
importer’s invoice as the basis on which 
to figure a tariff, we shall take the 
wholesale selling price of comparable 
goods made in the United States and 
on that the tariff will be figured. If 
there are no comparable goods made in 
the United States, then the importer 
will have to signify at what price he is 
going to sell these goods to the whole- 
sale trade in the United States, and 
that will be the basis on which the duty 
will be figured. American Valuation is 
merely the basis which is going to be 
arrived at upon which a rate of duty is 
going to be figured. That rate of duty 
is going to be such as to give the im- 
porter a fair chance to compete. But 
the rate will be so figured that it will 
not give them the chance which they 
have had to bring goods into this coun- 
try at prices far below the American 
costs. 

Tariff the Remedy 

At the present moment a high grade 
German workman receives ten marks 
pet hour. The mark is worth 6/10 of a 
cent, which means that the German 
workman is earning 6 cents per hour 
against the American workman of the 
same grade getting between 75 cents 
and $1 per hour. If we want our in- 
dustries to survive against such compe- 
tition something extraordinary must be 
done in the way of a tariff rate. 

We are told that we will lose our ex- 
ports. It is perhaps better for us to 
lose them, for our exports only amount 
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to about 10 per cent of the entire pro- 
duction of everything in the United 
States. In the hope of getting 10 per 
cent let us not forget the 90 per cent. 

We are often asked: How can you 
expect the foreign countries to pay 
their debt to us? Foreign nations owe 
us ten billion dollars. If we were to 
allow them to pay their debts by send- 
ing us goods it might mean that they 
would have to send us ninety billion 
dollars worth of merchandise on which 
they would make, let us say, 11 per 
cent, and then we would be paid. But 
by the time we would have received the 
ninety billion dollars worth of goods, 
and we would have been paid the ten 
billion dollars which are due us, we are 
afraid that many of our industries 
would be so dead that they could never 
be revived. 

There is only one way by which the 
foreign nations can pay their debts and 
that is by taxing their own people. 
Many of us have been under the im- 
pression that we won the war. Never- 
theless for winning it we were taxed as 
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much as 80 per cent on our yearly 
profits. If the victors have been taxed 
as high as 80 per cent, how much shovld 
the losers be taxed? Certainly 90 rer 
cent would not be far off and 95 per 
cent would be nearly right. If the gov- 
ernment of Germany would tax the 
business concerns at the rate of 95 per 
cent of their profits per year, they cer- 
tainly would not be declaring the divi- 
dends which they are declaring to-day, 
and the German government would not 
have to print four billion marks in a 
week. 

We are speaking of Germany be- 
cause at the present moment, at the 
lower rate of exchange, Germany is the 
greatest competitor that the world has 
ever known. Under the American Val- 
uation plan what will happen will be 
this: There will be no under-valuing. 
That will be impossible. The duties 
collected will be increased between 
three hundred million and five hundred 
million dollars per year—and that may 
mean we all would have less taxes to 


pay. 
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above that figure? 


2 per cent. 


ing system? 


The Business Quiz—No. 27 


Question No. 1—What is, or what should be the average cost 
of hardware stores in cities under 400,000 population, also those 


Answer—According to the best figures available, and those 
which have been compiled from thousands of store records, the 
average cost of doing business in the hardware trade in cities 
of under 400,000 is 20.41 per cent. 


Question No. 2—What are the main functions of a cost account- 


Answer—The main functions of a cost accounting system con- 


For cities over 400,000 add 








sist of: (a) control of plant as to manufacturing cost; (b) to se- 
cure a monthly profit and loss statement; (c) to regulate and fix 
the selling price on goods offered for sale; (d) to regulate over- 
head and operating expenses. 

Question No. 3—What methods are, as a result, used to deter- 
mine the percentage a business has earned on invested stock? 

Answer—To determine what percentage a business is earning 
on investment, take the net profit and divide by invested capital, 
which will give percentage the business is earning on the in- 
vestment. 

Question No. 4—What means do you take to stop payment on a 
check which is lost or mislaid? 

Answer—To stop payment on a lost check notify the bank on 
which the check is made in writing, and if you wish to duplicate 
make a new check, marking the word “duplicate” across the face, 
which shall serve as a warning to the teller of the bank on which 
the check is drawn. 

Question No. 5—What are known as “intangible accounts”? 

Answer—“Intangible accounts” are such items as good will, 
patents, rights and trade marks which in themselves are an asset 
although in a non-negotiable form. 

Question No. 6—What is known as “historical copy” in adver- 
tising ? 

Answer—Historical copy in advertising covers: (a) history of 
the business; (b) personal history of the owners or founders; 
(c) a story of the conception of the product; (d) history of the 
growth and prosperity of the business. 
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The Winter Motorist. as a Sales Prospect 


Rough Roads and Bad Weather Serve to Create 
a Demand for Auto Accessories—Interest- 
ing the Amateur Repair Man 


HEN autumn weather comes 

W and the leaves begin to fall, 
one hears the oft-repeated 
assertion that the touring season 
for motorists is over. Year in and 
year out the same ‘old statement 
is made, until some of the motorists 
have come to believe it. This in 
itself is bad enough, but the worst 
of it is that there are hardware 
dealers throughout the country 
who have come to believe it as well. 


The accompanying illustration 
shows a well-thought-out window 
display which is particularly de- 
signed to catch the eye of the win- 
ter motorist. Winter roads are far 
worse to. travel than roads in the 
summer. Once off the smooth high- 
ways and the motorist will find that 
the going is bad, roads are deeply 
rutted, ice is everywhere and snow- 
drifts abound. Now look at this 
window. We see that the dealer 


ingers, but must use tools, each 
ne of which is adapted to a cer- 
tain use. If you want to polish the 
car you will have to use polish of 
some kind. A car can burn as 
easily in a garage as upon the road, 
and it is always a good thing to 
have a fire extinguisher at hand. 
You will find all of these items in 
this window. 

In addition to the accessories 
themselves, the display man bright- 

















Here’s a window that “sells” itself to the automobile owner. 


Every kind of accessory needed for winter driving is brought te 


his attention, and in addition there are tools for the man wha likes to overhaul his own car 


When the cold days approach they 
remove their tire and accessory dis- 
plays from their windows, and for- 
get all about them until the birds 
begin to fly northward again. 

Pleasure driving does not cease 
with the first cold snap, and com- 
mercial vehicles are on the road in 
all kinds of weather. Even admit- 
ting that a good many cars may 
be laid up for the winter, it does 
not follow that their owners forget 
them. Do you know any automobile 
owner who does not spend many 
hours from November until April 
in tinkering with his car? This 
being the case, why is it that the 
average dealer does not feature ac- 
cessories calculated to arouse the 
interest of the motorist? 


has had all of this in mind and 
has displayed tires and_ tubes, 
chains to prevent the car from skid- 
ding, extra springs to replace those 
broken in bouncing over the ruts, 
rubber mats to keep the feet from 
slipping when entering the car. All 
these and more are to be found in 
this window, and they all suggest 
themselves to the uses of the win- 
ter drivers. 

Even if the car has been stored 
away in the garage until spring, 
there are many articles the dealer 
can sell that can be used in over- 
hauling it. You can’t remove a 
wheel unless it is off the ground, 
and in order to raise the car you 
must use a jack. You can’t over- 
haul your motor with your bare 
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ened the window up considerably 
by using the large photographs, 
each one of which was tied up in 
some way with the merchandise ex- 
hibited. Generally speaking there 
are few articles that can be used in 
running or repairing a car during 
the winter that are not shown in 
this display. 

This window shows what one 
dealer did to get the trade of the 
winter motorist. He tells us that 
he succeeded in “selling” his idea 
to the customers he desired to reach, 
and that he profited thereby. He 
has proven the fact that accessories 
can be sold during the off season, 
and his success should be an inspi- 
ration for others to go and do 
likewise. 





Compactness Spells Success 
in Managing Branch Stores 


Parent Store Should Be Centrally 
Located With Branches Close at 
Hand Say James & Hawkins, Inc. 


sunssvmasse 


Epiror’s Note.—This is the first installment of a series of five articles 
describing the branch store system as applied to the hardware business by 
James & Hawkins, Inc., Jamaica, N, Y. The remaining articles will appear 


from time to time. 


AVE you ever noticed how a 

hen rears her brood? She 

keeps it compact in one little 
flock, and if a chick strays from 
the group the mother cackles it back 
into the fold. It is the same with 
hardware branch store operation, for 
according to Percy G. James the 
parent store should be centrally lo- 
cated and all branches should be near 
at hand—at least within a fifteen mile 
radius. 

Mr. James is the president of 
James & Hawkins, Inc., a corpora- 
tion operating seven hardware stores 
on Long Island, N. Y., and he speaks 
from experience. The parent store 
of this company is in Jamaica. The 
six branches are located in Richmond 
Hill, Flushing, Hempstead, Rockville 
Center, Glen Cove and Bay Shore. 

With the exception of the Bay 
Shore branch all the stores may be 
reached by motor truck within an 
hour’s time, consequently one of the 
firm’s trucks makes a daily delivery 
to five of the stores. The other 
branch has two deliveries per week. 
This motor truck delivery plan 
enables a complete regulation of 
branch store stock a feature to be 
taken up in detail in a later issue of 
HARDWARE AGE. 


All Business Recorded 


It is a rigid rule with James & 
Hawkins that all business trans- 
actions must be recorded in black 
and white. Every move made is 
written down and has a carbon dupli- 
cate. Every morning Mr. James 
can completely review the business 
done by all seven stores. The carbon 
copy is kept at the branch. This plan 
even includes a written record of re- 
turned goods where cash is refunded. 
As each purchase is made by the 
customer a duplicate sales ticket is 
made out. One is given to the pur- 
chaser and the other goes to the 
main office, where the transaction is 
noted. The amount of sales for each 


is totaled and should compare with 
the branch bank deposit a day later. 

This latter point is cared for in 
a simple way. The branch manager 
deposits the money for his store in 
a local bank making out duplicate 
deposit slips. One is stamped and 
signed by the bank teller and sent to 
headquarters to be kept on file. The 
management thus has a complete rec- 
ord of money taken each day, and 
this is checked up with the bank de- 
posit a day later. 


Following the Markets 


James & Hawkins have been ex- 
tremely successful as retail hardware 
merchants. They contend that their 
success is largely due to the way in 
which they have always followed the 
markets. Each price variance either 
up or down is put into effect imme- 
diately at all stores. Each night be- 
fore closing seven price change bul- 
letins are made up comprising the 
changes received during the day. A 
bulletin is sent to each store manager 
who is responsible for all price tags, 
price cards, and price books used in 
his store. 

And this brings up another point 
of efficiency in operation at these 
stores—the system of price marking. 
There are three distinct sources of 
price finding in use. 

Cutlery, tools and such items as 
may be mounted on green felt- 
covered boards have individual price 
cards tacked below the article on the 
board. The card has the stock num- 
ber, the name of the article and the 
retail price plainly marked. This 
style may be used on the majority 
of items where a single sample is 
shown, or in the case of steel goods 
where the stock on view is classified 
on display hooks. The tag in this 
case goes on the wall directly behind 
the product. 

Paint, varnish, turpentine (in 
bottles) and goods of that type have 
large price cards covering groups of 
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Percy G. JAMES 


grades listed according to size. These 
cards are not nailed on the wall but 
are placed in shallow slide drawers 
directly under the group displayed. 

Lawn mowers, ammunition, tires, 
lawn rollers, stoves and articles 
which cannot be displayed on shelves 
or display boards are placed on the 
sales floor, and the price listed in a 
small book carried by each salesman. 
The store manager is responsible for 
changing the price books of the 
salesmen who hand in the book each 
night. The manager must also take 
care of the small tags and large 
cards. 

Making one man responsible for 
all price lists eliminates confusion 
and doubt and the changing of prices 
is the manager’s first duty each 
morning. 


Credit Arrangements 


In the operation of branch stores 
the credit arrangements usually re- 
ceive careful attention. This com- 
pany has made up a questionnaire 
that the credit seeking customer must 
fill out. In addition to the general 
identification questions the customer 
must give bank and business refer- 
ences, and must give evidence of 
owning property or some other nego- 
tiable equity. Managers seldom 
allow credit without permission from 
the main office and the practice is 
heartily discouraged. The filled-in 
questionnaire is sent in and the ref- 
erences are consulted. The company 
keeps a black book of bad debts, slow 
pay and the like. The black book is 
consulted to see if the applicant has 
had credit before and if he has paid 
promptly at the end of the month. 
If possible they try to get the name 
of some other firm, preferably in an- 
other business who has extended 
credit to the applicant. If success- 
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ful the other business house is 
queried for the record of the pros- 
pective customer. 

Although cash business is pre- 
ferred James & Hawkins have a 
Jarge number of credit accounts not 
only with estates, clubs and build- 
ing contractors but also with private 
families. Paul W. Hartwig, secre- 
tary of the corporation has charge 
of the finances; Mr. Hartwig exer- 
cises every discretion before turning 
down a credit applicant and of 
course is equally as cautious about 
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all phases of his business and is able 
at all times to put his finger on the 
exact condition of stock in a certain 
line at any branch. He notes care- 
fully the amount of sales from his 
managers’ reports, and keeps in con- 
stant touch with them. He drives 
around to all stores and visits eac} 
at least once a week. When necessar: 
to straighten out an account Mr. 
Hartwig goes with him so that noth- 
ing of importance is overlooked or 
allowed to slide. 

Each store has its own bookkeeper 
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gestions and criticisms from any 
member of the company’s personnel. 
He has never attempted to run a 
slotted box for written ideas, but has 
always made it plain to his employes 
that each one was not only a stock- 
holder from the standpoint of money 
invested, but was also expected to 
speak up for improvements. 

This applies not only to sugges- 
us in the same department but 
is meant for the entire organization. 
Remarks of customers are always 
given careful consideration even to 
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Here is the interior of the James & Hawkins, Inc., 


approving a credit account. A valu- 
able customer may be lost if credit 
is withheld, and on the other hand 
considerable money may be _ lost 
through bad debts. Business failure 
in the past is not necessarily a 
reason for refusing credit, for it 
has been found that in many cases 
the failure may have been unavoid- 
able and that the bankrupt has paid 
his debts to the best of his ability. 
Mr. Hartwig feels that human 
nature is a big element in handling 
a credit department. He never lets 
a personal or private account run 
over thirty days without settlement 
or withdrawal of further credit. 
With business firms it is of course 
necessary at times to wait longer. 
Mr. James has had books kept on 


store at Richmond Hill, L. I. 
identical and the equipment is standardized 


who reports daily to Mr. Hartwig, 
so that he has ready and complete 
information on all money matters of 
the company. 


Employees Are Stockholders 


James & Hawkins were incorpo- 
rated about four years ago and the 
employees were invited to purchase 
stock without limit or restriction. It 
is the boast of Mr. James that every 
person employed by him is a stock- 
holder in the corporation. This even 
includes the colored porters. As 
stockholders all of the employees get 
bulletins of the doings of the direct- 
ors and once a year a general stock- 
holders’ meeting is held followed by 
a company banquet. 

Mr. James has always invited sug- 


The arrangement of each store is practically 


the extent of adding or discontinuing 
a line or brand. For the company 
has always realized that continued 
success depends entirely upon con- 
stant patronage which is obtained 
only by rendering faithful service. 


How about your store? Are you 
always open to suggestions? 
With one exception the business 


done by each store for any given 
month exceeds the amount done the 
same month of the year previous. 
This certainly speaks well for the 
organization and management of 
this system. 

A description of the handling of 
steel goods, oils, the stocking and 
motor truck deliveries and advertis- 
ing campaigns will be taken up in 
subsequent issues. 





Selling 


The I. Seymour Crane 
clock is one of 

the landmarks 

of Montclair 

and has been 

for years. 

















Service to the Suburbanite 


This Store Successfully Meets 
the Competition of Two 


Cities by Supplying 
Service and 
Quality 














urbanite and his habits? Per- 
haps you know one and have 
visited him, have seen him muw the 
lawn, shovel uff the sidewalk, mas- 
sage the furnace into condition or 
pursue the morning train the length 
of the station platform. Maybe you 
have seen him in the late afternoon 
with his arms full of bundles and an 
agonized expression upon his face 
as he enters into the last hundred 
yards of his dash for the 5:15. Gen- 
erally speaking the suburbanite is 
one of the best advertised men on 
earth. He is the delight of the car- 
toonist, the curse of the railroad 
conductor and the object of pity on 
the part of his metropolitan friends. 
Be this as it may, he has, however, 
a number of well-developed and high- 
ly commendable traits. Chief among 
these is the pride he has in his home 
and its appearance, and he spends 
far more time in improving his 
house and grounds than does the 
city man of corresponding means. 


N RE you familiar with the sub- 


Metropolitan Competition 


This pride of home on the part of 
the commuter is well known to the 
retail dealers of the city in general 
and to the urban hardware dealers 
in particular. Incidentally the de- 
partment stores are also well aware 
of it, and are accordingly continually 


seeking his patronage. This being 
the case, the lot of the hardware 
dealers in the suburban towns is not 
as easy as it was in times past, and 
they can no longer claim a monopoly 
on their loca] business. Many of the 
suburban hardware dealers, however, 
meet the issue squarely and serve 
their patrons in such an efficient 
manner that they not only hold their 
own in the face of metropolitan com- 
petition, but enlarge their businesses, 
and increase their quarterly remit- 
tances to the Collector, of Internal 
Revenues. 


Conditions Encountered 


Let use cease from generalization 
and, in an endeavor to particularize, 
journey to Montclair, N. J. This 
town is well known to every inhab- 
itant of New York, Long Island and 
New Jersey. Situated on the slope 
of the Orange Mountains, it is with- 
in easy commuting distance of New 
York and Newark, N. J. Its popula- 
tion is far above the average in many 
ways, and it has long been a matter 
of dispute between Montclair and 
Morristown as to which has the 
greatest number of wealthy inhabit- 
ants. New York is twelve miles 
away, and splendid train service 
brings one to the center of the shop- 
ping district in less than an hour. 
Newark is six miles away and may 


64 


be reached in less than thirty min- 
utes. In view of these conditions 
one may legitimately ask how the 
competition of these cities affects the 
Montclair hardware dealers. 

One store in particular in this 
community has succeeded in compet- 
ing so successfully with the metro- 
politan dealers and department stores 
that it now does an annual business 
running well up into six figures. It 
is the establishment of I. Seymour 
Crane and is located in the busiest 
section of the town, at the intersec- 
tion of Bloomfield and South Fuller- 
ton avenues facing upon Montclair 
Center, in the middle of the business 
district of the town. Established in 
1838 it has grown steadily in size 
until it now has a frontage of sev- 
enty feet on Bloomfield Avenue and 
a depth of over one hundred on 
South Fullerton. The store is in 
charge of I. Seymour Crane and his 
son Wolcott Crane and maintains a 
staff of six salesmen and two book- 
keepers. 


Reaching the Wealthy Suburbanite 


Years ago this firm realized the 
fact that it must needs cater to an 
unusual class of trade, and that if 
the best results were to be obtained 
it must carry a stock which would 
have a decided appeal. Consequently 
it was decided to handle only such 
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merchandise as would be in demand 
among well-to-do suburbanites, and 
to emphasize quality more than price. 
No heavy hardware is carried and 
articles such as plows, hay forks, 
etc., are not to be found. There is, 
however, an exceptionally large stock 
of household and kitchen hardware, 
brooms and mops. Inasmuch as the 
lawns and gardens of Montclair are 
second to none in New Jersey, the 
demand for grass and flower seeds 
is heavy, and the firm has accord- 
ingly capitalized this demand to its 
own advantage. An excellent stock 
of ready-mixed paints completes the 
trio of big sellers. Other items found 
in any well-stocked hardware store 
are found here, but these three— 
household hardware, seeds and paints 
—are the main items. 
As has been said before, the lawns 
and gardens are many in number and 
extensive in size, and with this fact 
in mind it may be readily realized 
that the sale of seeds and fertilizer 
can be made exceptionally profitable. 
That I. Seymour Crane has awak- 
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ened to the possibilities of this kind 
of business may be realized from the 
statement that the firm sells over 15,- 
000 pounds of grass seed alone every 
year. Fertilizer is also purchased 
in carload lots, and nearly half a 
dozen carloads are disposed of an- 
nually. Nor does the firm’s interest 
and profit end when the lawns have 
been planted and fertilized, as may 
be seen from the fact that it sharp- 
ened over 2000 lawn mowers during 
the past summer. 


Service Essential in this Town 


Service is something that is de- 
manded by the people of Montclair, 
and the importance of this often mis- 
understood quality is fully recog- 
nized by the firm. “Our customers 
concern themselves more with serv- 
ice and quality than they do with 
price,” says Wolcott Crane. “They 
want quality merchandise, and they 
want it when they want it. 

“The New York department stores 
make daily deliveries to Montclair 
and the surrounding towns while the 
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Newark shops have two daily de- 
liveries in this section. Incidentally 
the Newark department stores have 
endeavored to induce the suburban- 
ites to patronize them over the tele- 
phone, and are making such a play 
for this type of business that they 
ive arranged with the telephone 
npany to have all charges for such 
reversed and charged against 


selves. 

“In addition to the city competi- 
tion, we have a number of extremely 
active hardware dealers in this sec- 
tion, but in spite of it all we are 
continually increasing our business. 


We maintain an automobile delivery 
and have our two cars make two de- 
liveries daily, one in the morning and 
the other in the afternoon. We cover 
Montclair, Glen Ridge, Bloomfield 
and all towns within an eight-mile 
radius with this delivery, and we 
also visit the outlying districts semi- 
weekly. Special orders are taken 
care of promptly, and orders by tele- 
phone, which constitute a goodly per- 
centage of our total business, receive 

















If the Montclair man wants anything the way of hardware he can always find it in this store 
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immediate attention. Service is the 
one thing demanded in this section, 
and it is something we furnish on 
every occasion regardless of the size 
of the order. 

“We advertise continually in the 
local papers and. run a quarter of a 
column ad throughout the year. In 
the spring we increase this space to 
half acolumn. Our advertising copy 
is not kept standing, but is changed 
weekly. The same thing applies to 
our window displays. We make it a 
point to change these every week, 
and whenever the opportunity pre- 
sents itself we hold demonstrations 
of advertised goods in the large win- 
dows facing Bloomfield Avenue.” 


The Seymour Crane Clock 


In connection with advertising, it 
might be well to mention the Sey- 
mour Crane clock. This autocrat 
of time, as may be seen from the 
accompanying illustration, is on the 
most conspicuous part of the build- 
ing and is so placed that it faces 
Montclair Center. In place of the 
customary numerals, the dial bears 
the name “SEYMOUR CRANE.” 
This clock is one of the landmarks 
of Montclair, and can be seen by 
everyone coming down Bloomfield 
Avenue to the Lackawanna station. 
It is the largest timepiece in that sec- 
tion of the town, and serves as a per- 
petual advertisement for the house 
whose name it bears. 


Death of George L. Gould 


George L. Gould, president and direc- 
tor of the Gould & Cutler Corp., Boston, 
paints, died Oct. 29 at his home in 
Malden, Mass. Mr. Gould suffered a 
shock last August. He was well known 
throughout the retail and wholesale 
hardware as well as the paint trade of 
New England. 

Mr. Gould was born in Woburn, 
Mass., Feb. 6, 1852, and was educated 
in the schools of that city and of Chel- 
sea, Mass. He was a director in a firm 
of paint and varnish manufacturers 
and was prominently associated with 
other business and civic organizations. 
He was one of the organizers of the 
National Paint, Oil and Varnish Asso- 
ciation and had been its president, and 
was one of the last of the original 
members of the Paint and Oil Club of 
New England, founded in 1884, of 
which he was president in 1887 and 
1888. 


F. F. Bullard Passes Away 


Frank Fitzroy Bullard, Worcester, 
Mass., for many years prominently 
identified with the wire industry, died 
recently at his home in that city at the 
age of sixty-four years. 


Mr. Bullard 
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Not only does the firm endeavor 
to supply the needs of Montclair with 
respect to hardware and allied lines, 
but it goes a step further in point of 
rendering service. A complete plumb- 
ing and heating department is main- 
tained which employs from five to 
twenty men, according to the season 
and the rush of business. This de- 
partment is thoroughly equipped and 
is prepared to handle any plumbing 
or heating problem which may arise. 
A considerable saving in the mainte- 
nance of this branch is effected by 
virtue of the fact that the firm does 
not have to buy gutters or leaders 
but makes its own on the premises. 

When one stops to consider the de- 
mand for an up-to-date plumbing 
shop in the suburbs, which is ready 
to give immediate service during any 
hour of the day, one is forced to ad- 
mit the value of this department. 

A customer telephones to the store 
that something has happened to his 
plumbing, and that a plumber is 
needed immediately. The necessary 
men and tools are sent to the house 
at once in one of the delivery cars, 
and in a short time the repair has 
been made. There is no delay, and 
none of the customary waiting while 
the helper is sent back for missing 
tools. The men and tools are on the 
job when needed, and the work 
is accomplished in the shortest pos- 
sible time. It is service of the best 
type. 





was general manager of Washburn & 
Moen Co. from 1872 to 1882, general 
manager from 1882 to 1899 for the 
Worcester Wire Co., which later con- 
solidated with the American Steel & 
Wire Co., and general manager Morgan 
Spring Co. in 1908. For a’few months 
prior to his death, Mr. Bullard was in 
the insurance business. 





Pennsylvania Rubber Price 
Changes 


Because of announcements recently 
made by some manufacturers in connec- 
tion with changes governing certain 
popular sizes, but not the entire line, 
the Pennsylvania Rubber Co., Jean- 
nette, Pa., has deemed it advisable to 
remove from the minds of its customers 
all uncertainty by stabilizing its sched- 
ule for the season of 1921-22, through 
announcement of a downward revision 
covering Vacuum Cup fabric and cord 
casings, also “Ton Tested” tubes, effec- 
tive as of Nov. 2. 

No fixed discount has been employed 
in reaching the new schedule, The re- 
vised rates are based on individual costs 
of Vacuum Cup tires as manufactured 
in the plant of the Pennsylvania Rubber 
Co. 





November 10, 1921 


Roofing is also done and contracts 
for tin or slate roofs of all kinds are 
taken. It may be said in this connec- 
tion, however, that when work of 
this kind is done that the firm em- 
ploys outside help. 


Heating Troubles Cared For 


Heating troubles which are so 
prevalent in the suburbs are also well — 
taken care of. Mid-autumn is usual- 
ly the season of anguish and despair 
on the part of the average suburban- 
ite, for it is then, while the thermom- 
eter is rapidly falling, that he dis- 
covers that his heating plant will no 
longer function properly, and that it 
needs the immediate services of an 
expert. Then it is that the value of 
Crane service again manifests itself. 
The value of such service cannot be 
overestimated from the standpoint of 
the householder, and it usually influ- 
ences him when it becomes necessary 
to purchase hardware. 

The plumbing, heating and roof- 
ing departments are not new with 
the firm, but have been in active op- 
eration for a number of years. They 
have never been run at a loss and 
have always shown a _ substantial 
profit upon the company’s ledger. 
Not only do they do all that is asked 
of them, but they serve as an addi- 
tional link in the chain of good-will 
which binds the population of Mont- 
clair and the surrounding towns to 
the firm of I. Seymour Crane. 


Hardware Week for Cleveland 


The Cleveland Hardware Club, Cleve- 
land, has under consideration a hard- 
ware week, during which it is planned 
to hold an exposition at which manu- 
facturers, jobbers and retailers will 
demonstrate their wares. The matter 
was discussed at some length at a mect- 
ing of the club held at the Winton 
Hotel on Oct. 27, but no definite de- 
cision was reached. The general senti- 
ment seemed to be in favor of a hard- 
ware week, but there was some differ- 
ence of opinion as to when it should 
beheld. A building exposition will take 
place in Cleveland early in January and 
as many of the exhibits at this exposi- 
tion will be along hardware lines, some 
thought that the hardware exhibit 
should be deferred until late next year- 

The Cleveland Hardware Club has 
increased its membership over 100 since 
its June meeting and is working for a 
membership of 750 by Jan. 1. The 
speaker at the last meeting was FE. 
Elmo Martin, who took for his subject, 
“How to Handle a Day’s Work.” 

Fire last week did $30,000 damage 
to the Chadwick-Boston Lead Co. build- 
ing at Chadwick and Hampden Strets, 
Roxbury, Boston. 




















Stopping Leaks in the Plumbing Department 


Novel Method of Charting Stock Bins and 
Storing Pipe Saves Money and 


FEW days ago I dropped into 
A a hardware store and found 
the dealer actually rubbing 
his hands in delight. Upon inves- 
tigation it developed that his plumb- 
ing department had just landed a 
peach of a contract— quite the 
largest the firm ever had, and it 
looked like a nice profit all sewed 
up. Before I left the store I had 
occasion to inspect the plumbing 
department, and it is my private 
opinion that if the condition of the 
shop is any criterion as to how the 
big contract is going to be handled 
—well, that nice contract is only 
a forerunner of continued pros- 
perity. 
Have a Place for Everything 


It’s the strangest thing in the 
world why hardware men will ac- 
tually throw money on the floor— 
in the plumbing and heating de- 
partment —in the form of good, 
usable pipe and fittings. In a good 
many stores you’ll see the floor lit- 
tered up with all kinds of material 
that represents real money. In the 
old days they had a system that 
was bad enough, that of throwing 
everything into barrels, and it was 
common to see two, three or even 
half a dozen barrels chock full of 
odds and ends. Nowadays, in these 
great times of efficiency, the old 
barrels have been discarded and 
the floor seems to be good enough 
for stray dimes, quarters, halves 
and even dollars. 

A mighty good maxim for every 
plumbing and heating department 
is “A Place for Everything, and 
Everything in Its Place.” That 
ought to apply to materials as well 
as tools. Doing things systemat- 
ically will surely save the plums 
in plumbing, because it is really 
deplorable when a good profit is 
actually thrown away through care- 
less handling of stock. 


Charting the Bins 

There’s a thing or two along these 
lines to be learned in the plumbing 
department of the Peoples’ Hard- 
ware Co., Gary, Ind. Fred Eible 
is the gentleman who might be 
termed the official leak-stopper. The 
accompanying illustrations are evi- 


Increases Efficiency 
By George Dwyer 


dence of his ability in this direction. 

The first illustration shows the 
ends of three sections of bins. Here 
a very clever idea has been origi- 
nated in the form of a chart for 
each section. This is miles ahead of 
the old stunt of marking the front 
of each compartment with the name 


left —black east fittings—is a good 
example of how the system works 
out. This is divided into eleven 
sections, and takes care of the 195 
bins on either side of the end it 
covers. It is the practice to start 
with the smallest fitting, so here 


we find that cast elbows are given 
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It’s an easy matter to keep an accurate record of your stock by charting your bins 
in this fashion 


and size of fitting. When you have 
1163 bins to take care of, as is the 
case with the Peoples’ Hardware 
Co., this method works out simply 
and economically. 

Each chart—there are five all 
told—is made of wallboard, having 
dimensions of 19 x 74 in., is nailed to 
the end of the section, the bottom 
of the chart being about a foot off 
the floor. The ends of the chart 
are protected with an edging of 
1 in. of galvanized iron. Each 
chart is divided into three columns, 
each column 6 in. wide, with 34-in. 
spaces for lettering. Each column 
is also divided into two parts, the 
first giving the number of the bin, 
the second column the name and 
size of the fitting it contains, 

The chart shown on the extreme 
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first consideration. Bin No. l, 
therefore, in this section, according 
to the chart, contains 42-in. cast 
elbows. The cast elbow classifica- 
tion runs in twelve sizes, from !2 
to 6 in., as noted on the chart. 
Composition flanges are listed 13- 
18; cast tees, 19-30; hanger rings, 
31-40; plugs, 41-56; cast 45 elbows, 
57-73; flange unions, 74-83; bush- 
ings, 84-155; red pitched elbows, 
163-170; red elbows, 171-195. The 
fronts of the bins are painted black, 
with white figures, and when the 
journeyman wants a 144 x1-in. 
bushing it’s easy for him to turn 
to the heading “Bushings,” at the 
top of the second column, run down 
the column till he gets his size— 
right-o—Bin No. 101, and away he 
goes, 
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This short pipe rack solves the problem of taking care of short ends. All pipe must 
be threaded at both ends before being placed in the rack 


The black spots shown on the 
charts are significant and worthy 
of special mention. They are the 
danger signs—signals that stock is 
getting low in the bin. Accordingly, 
when the shopman or the journey- 
man sees that %-in. plugs, for ex- 
ample, are getting down to the last 
half dozen he takes a pushpin with 
a ¥%4-in. brass head and sticks it on 
the chart where it belongs. When 
the jobber’s salesman comes along 
it’s a simple matter for him or the 


shopman to walk over to the charts 
and see what’s wanted. 

This method of keeping stock 
saves a great deal of time and is 
simplicity itself. 


Novel Short Pipe Rack 


Another clever idea is illustrated 
in Fig. 2, which shows a short pipe 
rack in two sections, one for small 
sizes, the other for larger pipe. 
Every shop is faced with the prob- 
lem of how best to take care of 
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the short ends, and this photograph 
demonstrates one effective way of 
accomplishing it. 

The rack on the left is 54 in. high 
and 54 in. wide, containing four 
rows of six compartments, or a 
total of twenty-four openings. The 
compartments on the top row are 
11 in. deep, those at the bottom be- 
ing 24 in. in depth. The rack is 
built of 1-in. lumber, with heavy 
2-in. stuff for the sides. This rack 
holds pipe ranging in diameter from 
1% to 4 in., the rack on its right 
taking care of everything up to 
1% in. The second rack is 48 in. 
wide, having seven tiers of six com- 
partments each, with compartments 
ranging in depth from 9 to 22in. A 
power pipe threading machine, hav- 
ing capacity up to 6 in., stands 
near these racks, and all pipe, 
before being put into the racks, is 
supposed to be threaded at both 
ends. 

This scheme of “filing” short ends 
works out splendidly, and the jour- 
neyman in need of a piece of 1-in. 
galvanized, 14 in. long, won’t have 
a great deal of trouble in satisfy- 
ing his wants. 

These ideas are effective in stop- 
ping leaks and increasing efficiency, 
and save the orders that come in 
the front of the store from sneak- 
ing out at the back. The plumbing 
and heating department is sure of 
operation on a profitable basis when 
as much attention is paid to the 
handling of work as there is to get- 
ting the work. 





Hardware Association Creates 


Office 


S. H. Gardner of New York, who was 
officially installed in the newly created 
office of assistant secretary-treasurer 
at the receht convention of the Ameri- 
can Hardware Manufacturers Associa- 
tion, Atlantic City, N. J., has spent the 
past four years in association with F. 
D. Mitchell in the study of association 
methods and in the development of ser- 
vice to the members of the American 
Hardware Manufacturers Association, 
the American Supply & Machinery 
Manufacturers Association and the Au- 
tomobile Body Builders Association. 

Mr. Gardner after leaving college was 
a designer and draftsman specializing 
in designs for interior trims, furniture 
and decorative effects. For fifteen 
years, previous to his entrance into as- 
sociation work, he conducted a success- 
ful business as an expert accountant, 
specializing in the installation of record- 
ing and accounting systems for profes- 
sional and institutional clients as well 
as mercantile firms. 

Since his entrance in association 
work Mr. Gardner has developed in 
conjunction with Mr. Mitchell a num- 


ber of new service features for mem- 
bers of the association, and has more- 











8. H. GARDNER 


over won for himself a large number 
of friends by reason of his capability 
and thoroughness. 





Frederick H. Drowne, Boston, a well 
known representative for John Kroder 
and Henry Reuber Co., New York, 
brass goods, died recently in Middle- 
town, Conn., after a long illness. He 
was born sixty-six years ago. 


Townsend Company Will Make 
Big Additions 


The Townsend Co., Fallston, Pa., has 
announced that it will spend close to 
$1,000,000 in the next few months in 
making large additions to its present 
plants, and also in the erection of new 
works to meet the increase of business. 
This company for more than fifty years 
has been engaged in the manufacture 
of wire, wire nails, rivets and other 
products, and is one of the oldest in- 
dustrial concerns in Western Pennsyl- 
vania. The company will erect four 
new structures, all of brick and steel, 
and which will be equipped with mod- 
ern machinery for the manufacture 
of the products that will be made in 
each building. There will also be some 
sheds erected for the storage of raw 
materials. When these additions and 
improvements have been completed, 
which will be in the early spring, the 
company will have much larger capac- 
ity for the manufacture of its products. 


C. J. Morrison, for the past two 
years executive assistant to the presi- 
dent of the Atlas Tack Corp., Fair- 
haven, Mass., has resigned, 




















Making It Easy for the Prospective Customer 


. The Warner Hardware Co. Gets the Attention of 
the Passerby by Classifying the Tools 


UCH has been written, and 
M much more is still to be 

written, regarding the 
proper methods to use in display- 
ing goods. Various conflicts of 
opinion have arisen upon the sub- 
ject, but in one respect everyone 
is agreed—that the display should 


in Its Window Display 


shown were mounted upon card- 
board panels, which were set in 
wooden frames and covered with 
dark green paper. The tools were 
classified and all those of a certain 
type were grouped together upon a 
panel. In this way it was an easy 
matter for the spectator to take in 


will be seen by the display, carries 
1 complete line of high-grade me- 
chanics’ tools and enjoys the largest 
retail tool business of any hardware 
store in that section of the country. 

Chis business has been built up 
by virtue of the fact that the com- 
pany handles only high-grade tools, 

















Although there are 750 tools in this window, they are so arranged as to make it possible for the prospective customer to pick 


accomplish its purpose of selling 
goods. The accompanying illustra- 
tion shows a window devoted to 
tools, recently installed by the War- 
ner Hardware Co., Minneapolis, 
Minn., which accomplished the de- 
sired result. It succeeded in arrest- 
ing the attention of the passersby 
and awakened an interest in them to 
learn more about the goods shown. 
The sales force did the rest. 

This window featured tools for 
automobilists, machinists and me- 
chanics in every line of work. By 
.ar the greater number of the tools 


out the desired article at a glance 


at a glance all the tools of a cer- 
tain kind. Incidentally, this ar- 
rangement made it possible to keep 
the tools mounted for possible use 
‘in future displays. 

The window, as may be noted by 
the card at the left, contains 750 
pieces. One fact which was not 
noted is that the retail price of the 
entire lot was $1,406.03. The dis- 
play is possibly more complete than 
the small retailer could put up, but 
it nevertheless will furnish him 
with good suggestions. 

The Warner Hardware Co., 
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as 


consistently advertises this fact 
and replaces without charge any 
goods which prove defective. The 
department is in charge of a thor- 
oughly experienced salesman, who 
was formerly a machinist. This 
man has an intimate knowledge of 
the use of each and every article, 
and is in a position, not only to ad- 
vise his customers, but to demon- 
strate the uses and methods of op- 
eration of the various tools. This 
department, more than any other in 
a hardware store, requires a sales- 
man well versed in the use of tools 
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as well as in the ability to sell 
them. 

The company has for many years 
made it a practice to solicit the pat- 
ronage of industrial schools as well 
as the public schools giving instruc- 
tion in carpentry and manual train- 
ing. It has a salesman who visits 
the schools when they are about 
to open, and consults with the in- 
structors as to the articles needed. 
These sets of tools are made up in 
rolls, and it is not unusual to sell 
from 100 to 250 of these rolls to 
a single school. The rolls are 
stamped with the name of the firm, 
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and this serves to remind the stu- 
dents where to purchase additional 
tools when they desire to increase 
the size of their sets. Many steady 
customers are made, both in stu- 
dents and those who receive instruc- 
tion at the store, and the company 
gets a worth-while mail-order busi- 
ness from nearby states. _ 

The Warner Hardware Co. also 
has a salesman calling on the local 
machine shops, garages and fac- 
tories, and, despite strong opposi- 
tion, has been able to secure an 
extremely satisfactory volume of 
business in this way, in addition 
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to keeping in touch with the vari- 
ous mechanical trades. 

The entire stock is attractively 
sampled and displayed in the inte- 
rior of the store on doors and in 
showcases. Behind the door next to 
the display are drawers containing 
the various items, and each drawer 
is numbered to correspond with the 
number of the sample. In this way 
the customer’s attention is not 
taken from the display of items in 
which he is interested, and at the 
same time the salesman can be pro- 
curing the articles sought and de- 
livering them to the customer. 


What Is Your Opinion of This Idea? 


J. M. Ejiffe, Vice-President and Treasurer of the 
White Mop Wringer Co., Offers Novel 
Suggestion for Educating the Trade 


other commodity sold in re- 

tail stores. The best illus- 
tration that I can give of this is 
for you to step into the next hard- 
ware store you pass and listen. I 
think that you will hear about the 
following: “What is it for? What 
will it do? What is this made for? 
How is it made? Why is it made 
so? What size do I want? Can I 
get this? Is this what I want? 
What will I require to do this?” 
and so on. 

The man behind the counter 
would have to be a real artist to 
answer all these questions cover- 
ing the thousands of items found 
in the hardware store. You will 
not find this condition or these 
questions asked in any other retail 
line that I know of. The customers 
in the grocery store, dry goods, 
boots and shoes, and so on, never 
ask questions to any such extent 
as they do in the average retail 
hardware store. Roughly, my 
scheme is as follows: 


veer om differs from any 


Establish a School 


That every member of the Na- 
tional Retail Hardware, jobbers’ 
and manufacturers’ associations set 
aside so much per year to establish 
a school or college, where the stu- 
dent at a very nominal cost may 
study and perfect himself in the 
following: 

A thorough course in the Eng- 
lish language and every-day mathe- 
matics. Then a thorough study of 


the lines of all the leading manu- 
facturers in the hardware trade, 
which means before he can secure 





(Epitor’s NoTE.—The sale of 
hardware to the consumer is the 
ultimate goal toward which all 
branches of the trade, manufac- 
turer, jobber and retailer, are 
striving. This being the case, it 
is evident that sales will be in- 
creased by an improvement in 
both merchants and methods. 
The author contends that the sale 
of hardware to the consumer is 
just as much an art or profes- 
sion as that of painting, medi- 
cine or law, and offers the fol- 
lowing suggestion for raising 
the trade to a higher plane. We 
think it’s interesting. What is 
your opinion?) ' 





a diploma he must know and be 
able to explain why certain tools 
will do this and why they are made 
thus, and what certain devices will 
do and why they do it, and so forth. 
Or, in other words, answer the 
above questions intelligently. With- 
in reason, this can cover a very 
large field. My idea is before this 
student can enter this school he 
must have two years of actual ex- 
perience in a retail store owned 
by a member of the National Retail 
Association. I believe the course 
would probably take two years, but 
when a student receives a diploma 
he will be a hardware expert in 
the highest sense. 

Now, if you were a retail dealer, 
would it not be a great thing if 
you could advertise to your trade 
that they were being served by such 


graduates? Wouldn’t people in 
your community soon begin to re- 
alize that they could go to your 
store and be instructed in the use 
and advantages of any article that 
they might wish to purchase? 
Statements made by such gradu- 
ates could not help but have much 
weight and influence. 

From the jobber’s standpoint 
would it not be a tremendous asset 
to him if his traveling men were 
graduates from this school? I am 
thoroughly convinced that his re- 
turns would be tenfold the time or 
money he might expend. 

The manufacturer of standard 
merchandise would derive untold 
benefits from this, as he would have 
a representative before the con- 
sumer who he knew had the ability 
to place his product before them in 
the right and proper manner and 
their merits properly presented. In 
a general way the above covers my 
idea. 


Ignorance Causes Losses 


I want to leave this idea with 
you that the profit on business lost 
in the hardware field every year, 
through ignorance or fear, would 
more than pay the cost of main- 
taining this school. Fear on the 
part of both the road and store 
salesmen that their next customer 
will ask them a question they can- 
not answer. This is happening in 
every hardware store in the country 
every day. 

I should very much like your can- 
did opinion as to whether this idea 
is practical. 


























EDITORIAL COMMENT 


Nor Conpitions, But Me> 


USINESS has passed the turn and is on 
the upgrade. It faces both obstacles 
and opportunities. From now on suc- 


cess or failure depends not on condi- 
tions, but on men. 

We have passed the time when business needs 
to be coddled. It’s time to talk turkey—to get 
down to facts; to look the issue squarely in the 
face; to hit straight from the shoulder. 

It is not a time to be blinded by either pessim- 
ism or over-optimism. It is rather a time to 
keep both eyes wide open. To see clearly both 
the obstacles and the opportunities. Only a fool 
shuts his eyes to danger signals. Only the weak- 
ling regards obstacles as insurmountable. The 
wise man gages the obstruction and plans to go 
over or around it. 

_ There is grave danger to-day for the business 
man who stands still—who resigns himself to the 
belief that business stagnation throughout the 
winter is inevitable. There are obstacles of un- 
employment, incomplete liquidation and lowered 
value of farm products without corresponding 
declines in many manufactured articles. These 
are real obstacles, but they do not block the road 
to progress. Like ruts, they only make travel- 
ing slower and reflect the need of skillful driving. 

Unemployment is in reality much less than 
most of us thought. It is improving, and will 
continue to improve. Liquidation has progressed 
so far and in so many lines, without calamity, 
that there is no longer ground for fear that it 
will not continue safely through to the end. 

While the value of farm products is compara- 
tively low, it is likewise true that farm crops 
have been produced more economically this year 


than for many years past. The farmer is no 


longer the reckless buyer of the inflation period, 


but he is far from being a pauper. He is receiv- 
ing money for his harvest, and is buying the 
things he needs. 

The building situation shows marked improve- 
ment. More building contracts were awarded 
in the twenty-seven states comprising the North- 
eastern quarter of the United States in Septem- 
ber than in any other month of this year. 

Merchants’ and jobbers’ inventories have been 
reduced. In some lines to-day demand is ahead 
of production. Our credit situation is on a 
sound basis. Savings bank deposits are not only 
keeping up, but are actually increasing. The 
large middle class with fixed incomes are finding 
their dollars worth more than at any time since 
1914. 

This is the pivotal period—the opportunity 
period. It is the harvest time; the time when 
people prepare for winter. It is the period which 
leads up to the holidays and the new year. It 
represents the gradual slope just before the 
heavy hill—the place where you step on the gas. 

The accumulated momentum of this period 
can carry you up the hill and onto the smooth 
road of normal prosperity. If there is no mo- 
mentum that hill will indeed be a hard one to 
climb. ‘ 

The volume of business reported by mail-order 
houses and department stores indicates that those 
who are earning money are spending a fair por- 
tion of it in a rational manner. 

From this time on the alibi of “conditions” is 
barred. The merchant or salesman who fails to 
make good will be the one who is licked before 
he starts—who lacks ambition, courage and 
energy. 
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Descriptive Show Cards as Silent Salesmen 


The Use of Show Cards and Price Tickets Add 
Much to Appearance of Store Windows— 
Mongrel Roman Alphabet Completed 


HERE are just as many in- 
dividual styles in show card 
writing as there are show card 
writers. No two men make their 
letters exactly alike, and those who 
follow show card writing as a pro- 
[ Sth Lesson Mongrel Roman 
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By Joseph Bertram Jowitt 


illustrated herewith, with the excep- 
tion of T and U, is composed of 
oblique stroke letters. The reader’s 


attention is directed to the four 
lower-case letters, v, w, X and Z, 
which are 


identical in formation 





With two exceptions these letters are made with oblique strokes 


fession can tell at a glance the work 
of a competitor. Lettering as a 
profitable accomplishment may be 
mastered by any average hardware 
salesman who desires to take advan- 
tage of every opportunity offered to 
make himself more valuable, and 
thereby increase his earning power. 
Courage and application are all most 
of us need to aid us in being success- 
ful in anything we _ undertake. 
Show card writing does not call for 
any high artistic talent, nor does 
one have to be endowed with any 
special gift in order to be able to 
master the twenty-six letters of the 
alphabet. 

Descriptive show cards act as 
silent salesmen, and the judicious 
use of small neat price tickets serves 
to make a window display complete, 
and does away with much unneces- 
sary price quoting. The sellers’ 
market is a thing of the past and 
price tickets are an important factor 
in selling to-day. Why not cash in 
on this opportunity? 

The final instalment of the Mongrel 
Roman alphabet (letters T to Z), 


with the larger or capital letters. 
The only difference between them is 
their relative size occupying as they 
do the lower-case guide line. 

It is a mistake to attempt to copy 
any of the letters of the alphabet 
without first drawing the necessary 


top and bottom guide lines as shown 
on the accompanying plate. 

All lower-case letters should be at 
least three quarters the height of 
the capital letters, and should extend 
an equal distance above and below 
the body guide line. 

In copying the outline of the cap- 
ital letter “T” at the top of plate, 
make the top stroke first, which is 
of course along ‘the guide line. The 
next stroke, as indicated by the little 
arrow No. 1, denotes or governs all 
the thickness of the thin strokes of 
each letter. Strokes 4 and 5 of letter 
“T” indicates the thickness of all 
the thick strokes. This is why this 
Mongrel alphabet is sometimes called 
“thick and thin.” You may not no- 
tice it, but none of these thick and 
thin strokes are of the same width. 
Right here is one of the big advan- 
tages of this alphabet. There is no 
plainer, more easily read or a more 
quickly executed type known in all 
the kingdom of signdom. 

Why is this alphabet called ““Mon- 
grel Roman”? Because it is neither 
a pure orthodox Roman or a perfect 
Egyptian, but is a composite cut of 
the two alphabets mentioned. As 
such it offers the beginner at show- 
card writing an unlimited amount of 
liberties, for as long as it is a Mon- 
grel type who can say whether it is 
true to any form or rule? 
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There are only seven words on this card, but they convey the desired message 
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When you are learning show card 
writing do not hesitate, You cannot 
get anywhere by making little short 
strokes. Go at it boldly and do not 
stop in the middle of a horizontal or 
upright stroke. If you break a 
stroke and attempt to pick it up 
again you will find that it is much 
more difficult to keep it straight. 
But “keep on keeping on” until you 
are proficient in making your up and 
down strokes plumb. - 

When practising do not attempt to 
make large letters. The beginner 
will make much better headway and 
speed on letters, say, from two to 
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The red ball reminds you to buy new skates 


four inches in height. Letters of 
this size will permit the resting of 
the hand on the card. Hold the 
brush as you would a pencil or a 
pen—between the first two fingers 
and thumb, fingers well down on the 


Death of Frederick D. Ford 


Frederick D. Ford, a well known fig- 
ure in the Chicago hardware world 
passed away Saturday, Oct. 29. Death 
occurred at his home at La Grange, III. 
The deceased was manager of the Chi- 
cago office of the Eagle Lock Co. He 
had been an employee of the concern for 
over twenty-five years during much of 
the time being its manager. 

In earlier years he was a traveling 
salesman and had a very large ac- 
quaintance among the hardware inter- 
ests of the Middle West. Of kindly 
disposition and strict integrity he had 
the esteem and respect of all fortunate 
enough to know him. 


Chester E. Sinclair, who has been con- 
nected with the Betz-Pierce Co., Cleve- 
land, jobber in iron and steel, since the 
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brush handle. This position permits 
the hand to be on a level with the 
arm, with the tip or first joint of the 
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Artistic lettering and colored borders add 
distinction to this card 


little finger and the wrist bone rest- 
ing on the card. 

The illustrated show card is com- 
ing more to the front every day. A 
picture attracts the eye and tells the 
story much better than does a lengthy 
text. Of course we cannot all become 
artists, because that is a gift and 
cannot be learned if we do not pos- 
sess the talent no matter how much 
we practice. (The writer has tried 
it many times with little success.) 
It is not necessary that we should 
spend time copying pictures or cuts 
when we have an unlimited number 
of them waiting to be cut out from 
the various magazines and specimens 





organization of that company, and for 
several years city salesman of the com- 
pany in Cleveland, has tendered his 
resignation, to become effective Nov. 1, 
and will organize a sales company for 
handling the washing machine equip- 
ment in Cleveland and vicinity of the 
Laundryette Mfg. Co. 


Samuel K. Waring, a leading hard- 
ware dealer of Pittsburgh, and presi- 
dent of the Pittsburgh Retail Hardware 
Dealers’ Association, recently under- 
went an operation in the Presbyterian 
Hospital in that city. He is now re- 
cuperating with his wife at Cambridge 
Springs, Pa. 


Lamson & Sessions Co., Cleveland, 
and Falls Rivet Co., Kent, Ohio, have 
consolidated under the name of Lamson 
& Sessions Co. 
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of advertising literature. Of course 
the picture in question should have 
a bearing on the merchandise adver- 
tised as in the accompanying illustra- 
tion of the card featuring “Heinisch 
Shears.” The faint outline of the 
large pair of shears on this card 
was made by placing a pair of shears 
on the card and drawing the outline 
with a sharp pointed pencil. 

Try to cut each picture out in 
silhouette and use white library 
paste so that the back is thoroughly 
covered. This done place the pasted 
picture on the card, lay a piece of 
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This shows what can be done with cut-out 
illustrations 


cardboard over it and rub firmly 
with the closed fist, using a rotary 
motion. At a distance the picture 
will appear, as if it had been actually 
painted on by hand. 


J. S. Kandy in Accident 


John S. Kandy, secretary-treasurer 
of the Barney Moore-Kandy Co., manu- 
sfacturers agents, was seriously injured 
in a railroad accident on the Chicago 
and Northwestern Railroad, Sunday 
morning, Oct. 30. Mr. Kandy was re- 
turning from Duluth when several cars 
left the track, due to a split rail, near 
Arlington Heights. He was riding in 
the buffet car which toppled over an 
embankment and which completely 
overturned. He suffered numerous cuts 
and bruises, and at first it was thought 
he had sustained serious internal in- 
juries, but later examinations showed 
no grave effects. 


A new $65,000 building is being com- 
pleted for the A. C. Fuge Hardware 
Co. at West Bend, Wis., and will be 
occupied soon. 











Coming Hardware Conventions 





WESTERN RETAIL IMPLEMENT, VE- 
HICLE AND HARDWARE ASSOCIATION 
CONVENTION, Kansas City, Jan. 17, 18, 
19, 1922. Headquarters, Coates House. 
Sessions in Century Theater. H. J. 
Hodge, secretary, Abilene, Kan. 

PACIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Davenport Hotel, Spokane, Wash., Jan. 
17, 18, 19, 20,1922. E. E. Lucas, secre- 
tary, Hutton Building, Spokane, Wash. 

MouNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Denver, Col., Jan. 24, 25, 26, 1922. W. 
M. McAllister, secretary, Boulder, Col. 

OREGON RETAIL HARDWARE AND ImM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Imperial Hotel, Portland, Jan. 
24, 25, 26, 27, 1922. E. E. Lucas, secre- 
tary, Hutton Building, Spokane Wash. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Atheneum Hall, Indianapolis, Jan. 
24, 25, 26, 27, 1922. G. F. Sheely, 
secretary, Argos. 

KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Jeffer- 
son County Armory, Louisville, Jan. 24, 
25, 26, 27,1922. J. M. Stone, secretary, 
Sturgis. 

WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Wheeling, Jan. 31, Feb. 1, 2, 1922. 
James B. Carson, secretary, 1001 Sch- 
wind Building, Dayton, Ohio. 

NEBRASKA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Lincoln, Jan. 31, 
Feb. 1, 2, 3, 1922. George H. Dietz, 
secretary, 414-417 Little Building Lin- 
coln. 

IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION. Des 
Moines, Feb. 21, 22, 23, 24, 1922. Ex- 
hibition at the Coliseum. A. R. Sale, 
secretary, Mason City. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 


Page Bros. Buys Wall Plant 


Recently a deal was concluded by 
which the P. Wall Mfg. Supply Co. sold 
to Page Brothers & Co. its entire plant 
consisting of buildings and equipment 
for a sum said to be in excess of $600,- 
000. The plant consists of large modern 
brick building covering more than an 
acre of ground, and having a floor space 
of more than 80,000 square feet. The 
business was first established by Pat- 
rick Wall in 1864, and for the past 
twenty-five years or more, has been 
carried on by Mr. Wall and his son, 
James P. Wall, who died in March, this 
year. The company manufactures ice 
eans for refrigerating purposes, blow 
torches, plumbes furnaces, steel gongs, 
oil tanks, oil cans and other similar 
articles. Page Brothers & Co., the new 
owners, are organizing a new company 
with a Pennsylvania charter that will 


Grand Rapids, Feb. 7, 8, 9, 10, 1922. 
Karl S. Judson,. exhibit manager, 248 
Morris Avenue, Grand Rapids; A. J. 
Scott, secretary, Marine City. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, City Auditorium, Okla- 
homa City, Feb. 7, 8, 9, 10, 1922. W. 
B. Porch, secretary-treasurer, Okla- 
homa City. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 8, 9, 10, 1922. P. J. 
Jacobs, secretary, Stevens Point. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Philadel- 
phia, Feb. 13, 14, 15, 16, 17, 1922. 
Sharon E. Jones, secretary, 1314 Fulton 
Building, Pittsburgh. 

CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
San Francisco, Feb. 14, 15, 16, 1922. 
LeRoy Smith, secretary, 1112 Market 
Street, San Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCI- 
ATION CONVENTION, Hotel Sherman, 
Chicago, Feb. 14, 15, 16, 1922. Leon 
D. Nish, secretary, Elgin. 

MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, St. Paul, Feb. 14, 
15, 16, 17, 1922. H. O. Roberts, secre- 
tary, 1030 Metropolitan Life Building, 
Minneapolis. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Colunibus, 
Feb. 14, 15, 16, 17, 1922. Headquar- 
ters, Deshler Hotel. Exhibition, Me- 
morial Hall. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 

MISSOURI RETAIL HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, St. 
Louis, Planters Hotel, Feb. 21, 22, 23, 
1922. F. X. Becherer, secretary, 5106 
North Broadway, St. Louis. » 





operate the business under the man- 
agement of Frank T. Page, John M. 
Irwin and Harry E. Leety, all of whom 
will retire from the real estate busi- 
ness in Pittsburgh, in which they have 
been actively engaged for a number of 
years. 


Bechberger Leaves Fisk 


William A. Bechberger has severed 
his connection with the New York office 
of the Fisk Rubber Co., Chicopee Falls, 
Mass. He joined the company in 1907 
as purchasing agent. In 1917 the com- 
pany opened a branch in New York for 
the purchasing of fabric and rubber, 
and Mr. Bechberger was sent there to 
take charge of this work. His resigna- 
tion is to take effect not later than 
Jan. 1, 1922, after which time Mr. Bech- 
berger plans to take a well earned rest. 
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VIRGINIA RETAIL HARDWARE ASSOCI- 
ATION CONVENTION, Roanoke, Feb. 15, 
16, 17, 1922. Thos. B. Howell, secre- 
tary, Richmond. 


NEw YORK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Rochester, Feb. 21, 22, 23, 24, 
1922. Exhibition at Exposition Park. 
Headquarters and sessions at Powers 
Hotel. J. B. Foley, secretary, 412-413 
City Bank Building, Syracuse. 


NEw ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Paul Revere Hall, Mechanics’ 
Building, Boston, Mass., Feb. 21, 22, 
23, 1922. George A. Fiel, secretary, 10 
High Street Boston. 


CAROLINAS HARDWARE ASSOCIATION 
CONVENTION Winston-Salem, May 17, 
18, 19, 20, 1922. T. W. Dixon, secre- 
tary, Charlotte, N. C. 

TEXAS RETAIL HARDWARE ASSOCI- 
ATION CONVENTION, Dallas, Jan. 24, 25, 
26, 1922. Headquarters, Adolphus Ho- 
tel. A. M. Cox, secretary, 1808 Main 
Street Dallas. 


‘IDAHO RETAIL HARDWARE AND ImM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Boise, week of Jan. 31, 1922, 
dates to be announced later. E. E. Lu- 
cas, secretary, Hutton Building, Spo- 
kane, Wash. 

SouTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mitchell, Feb. 21, 22, 23, 24, 1922. 
H. O. Roberts, secretary, 1030 Metro- 
politan Life Building, Minneapolis, 
Minn. 

SOUTHEASTERN RETAIL . HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of Alabama, Florida, Georgia and 
Tennessee, Convention and Exhibition, 
Chattanooga, Tenn., May 9, 10, 11, 12, 
1922. Walter Harlan, secretary, 460 
St. James Building Jacksonville, Fla. 


Change in Firm Name 


The Bemis & Call Hardware & Tool 
Co., Springfield, Mass., has changed its 
name to the Bemis & Call Co. The 
directors of the company have voted to 
increase the capital stock from $26,400 
or 264 shares par $100, to $500,000 or 
5000 shares, an increase of $473,600. 
Of the 4736 new shares the directors 
voted to issue 3036 as a stock dividend 
in the ratio of 111% shares for each 
share held. 


Reports indicate a good demand for 
the Blue Ribbon Set of cooking glass- 
ware put out by Pyrex Division of the 
Corning Glass Works, Corning, N. Y. 
This set consists of a casserole, a cake 
or bread baker, a utility dish and a pie 
plate contained in a white box. 
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Fordney to Push American Valuation Plan 


Ways and Means Chairman Attacks Importers 
Who Are Fighting Tariff Bill—Cheering 


Reports of Business Revival 


WASHINGTON, Nov. 7, 1921. 


HE Ways and Means Committee 

leaders are highly indignant at 

the action of certain large im- 
porting concerns, especially those hav- 
ing German connections, which have 
launched extensive propaganda in op- 
position to the adoption of the Ameri- 
can Valuation Plan as the basis for the 
assessment of duties under the new 
tariff bill now in course of preparation. 
Chairman Fordney, especially, has been 
deeply angered at the tone of the litera- 
ture now being used by these importers 
and may be counted upon to leave no 
stone unturned to secure the adoption 
by both House and Senate of the new 
method of figuring duties. 

The House leaders talk very plainly 
when they speak of the efforts of these 
importers to discredit what is expected 
to be the basic principle of the new law. 
They denounce the propaganda as be- 
ing antagonistic to every American in- 
terest and based solely upon selfishness 
and greed. 


Make Their Goods Abroad 


Some of the most prominent houses 
engaged in this movement are not only 
importers of foreign goods, but are 
manufacturers in foreign countries of 
merchandise which is designed to com- 
pete with the products of the United 
States. 

Joe Fordney is a good sport and is 
used to hard knocks. He does not eas- 
ily get excited and is willing to give 
and take on almost any issue. 

He has become aroused, however, by 
the gross misrepresentation that is be- 


By W. L. Crounse 


ing made of the American Valuation 
Plan, and. he has been moved to make 
a brief statement which puts the matter 
in a nutshell. He says: 


Some Plain Talk 


“There is a propaganda’ going 
broadcast now—very industrious, ap- 
pealing to the Senate and House mem- 
bers—to oppose the American Valua- 
tion Plan. Where does this come from? 

“It comes from the importers—no- 
where else. No man who understands 
the difference between levying an ad 
valorem duty on a foreign valuation 
and on the American valuation will op- 
pose this provision being written into 
the law, which will be written into the 
law and which will be a law within a 
few months. 

“This is what it will do: It will com- 
pel every country in the world with 
which we do business, every country in 
the world that sends her goods to our 
markets, to pay the same amount of 
duty, one country with the other, on 
exactly the same article and the same 
quantity of goods where now, under 
the existing law, that is not the case. 

“To-day, on a thousand dollars’ 
worth of goods from Canada, the duty 
is double what would be collected on 
the same goods in quantity and value 
from the Orient. The American Valua- 
tion Plan, when put into effect will com- 
pel Japan to pay exactly the same 
amount of duty on the same kind and 
quantity of goods that Canada pays, 
regardiess of their cost of production.” 

I am sure that the readers of HARD- 
WARE ACE were deeply interested in the 
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exceedingly clear presentation of the 
American Valuation Plan made by my 
old friend, James B. Reynolds, in the 
columns of this journal last week. 
“Jeems,” as he is affectionally called in 
Washington, has a knack of expressing 
himself both picturesquely and with 
great clarity, and I have read nothing 
on the subject that would be more con- 
vincing than his able paper, especially 


’ 


to busy men not familiar with the 
technique of customs procedure. 
In this connection, however, Mr. 


Fordney has made what will prove an 
exceedingly valuable contribution to the 
knowledge of the business men of the 
country concerning the definite provi- 
sions of the American Valuation Plan 
as agreed upon in executive conference 
by the leaders of the House Ways and 


Means Committee and the Finance 
Committee of the Senate. The de- 
liberations of this conference were 


closely guarded, but Mr. Fordney has 
now wisely concluded that the business 
men of the country ought to be taken 
into the confidence of C and 
informed as to the exact text of the 
provision as it will be written into the 
new tariff bill when presented to the 
Senate. 
Text of American Valuation Agreement 
Through Mr. Fordney’s courtesy, I 
am able to present this provision as fol- 
lows: 


yngress 


Similarity 
Sec. 402 (a) Wherever in this 
Act reference is made to the 
similarity of merchandise (whether 
manufactured, partly manufac- 
tured or unmanufactured) to other 
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merchandise, such similarity, to es- 
tablish a price, shall be based on 
similarity in material, quality, con- 
struction, or kind. 


Domestic Value 


(b) The domestic value of the 
imported merchandise shall be the 
price at the time of exportation of 
the imported merchandise at which 
similar domestic merchandise, 
packed ready for delivery in the 
principal markets of the United 
States, is sold or freely offered for 
sale to all purchasers in such mar- 
kets in the ordinary course of trade 
and in the usual wholesale quan- 
tities. 

Import Value 


(c) The import value of im- 
ported merchandise shall be the 
price at the time of exportation of 
such merchandise to the United 
States at which such or similar im- 
ported merchandise is freely of- 
fered for sale in the principal mar- 
kets of the United States in the 
ordinary course of trade and in the 
usual wholesale quantities. 


Export Value 


(d) The export value of imported 
merchandise shall be the price at 
the time of exportation of such 
merchandise to the United States 
at which such or similar merchan- 
dise is freely offered for sale to all 
purchasers in the principal mar- 
kets of the country from which ex- 
ported in the usual wholesale quan- 
tities and in the ordinary course 
of trade for exportation to the 
United States plus, when not in- 
cluded in such price the cost of all 
containers and coverings and all 
other costs, charges, and expenses 
incident to placing the merchandise 
in condition packed ready for ship- 
ment to the United States less the 
amount, if any, included in such 
price, attributable to any addi- 
tional costs, charges, and expenses 
and United States import duties 
incident to bringing the merchan- 
dise from the place of shipment in 
the country of exportation to the 
place of delivery in the United 
States, and plus, if not included in 
such price, the amount of any ex- 
port tax imposed by the country of 
exportation on merchandise ex- 
ported to the United States. 


Cost of Production 


(e) The cost of production of im- 
ported merchandise shall be the 
sum of— 

(1) The cost of materials of and 
of fabrication, manipulation or 
other process employed in manu- 
facturing or producing identical or 
substantially identical merchandise 
at a time aes the date of 
shipment of the particular mer- 
chandise under consideration which 
would ordinarily permit the manu- 
facture or production of the par- 
ticular merchandise under consid- 
eration in the usual course of busi- 
ness. 

(2) The usual general expenses 
(not less than 10 per centum of 
such cost) in the case of identical 
= substantially identical merchan- 

ise. 

(3) The cost of all containers 
and coverings and all other costs, 
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charges and expenses incident to 
placing the particular merchandise 
under consideration in condition 
— ready for shipment to the 

nited States; and > 

(4) An addition for profit, not 
less than 8 per centum of. the sum 
of the amounts found under para- 
graphs (1) and (2), equal to the 
profit which is ordinarily added in 
the case of the merchandise of the 
same general character as the par- 
ticular merchandise under consid- 
eration by manufacturers or pro- 
ducers in the country of manufac- 
ture or production who are en- 
gaged in the same general trade 
as the manufacturer or producer of 
the particular merchandise under 
consideration. 


Value 


Hiss (f) For the purposes of this Act 
the value of imported merchandise 
shall be— 

(1) The domestic value; 

(2) When the domestic value 
can not be ascertained to the sat- 
isfaction of the appraising officer, 
the import value; 

(3) If neither the domestic value 
nor the import value can be as- 
certained to the satisfaction of the 
appraising officer, then the export 
value plus, if not included in such 
price, duty, cost of transportation, 
insurance and other necessary ex- 
penses from the place of shipment 
to the port of arrival in the United 
States and a reasonable addition 
for profits and general expenses 
not less than 16 per centum; and 

(4) If neither the domestic value, 
the import value, nor the export 
value can be ascertained to the sat- 
isfaction of the appraising officer, 
then the cost of production, plus 
duty, cost of transportation, in- 
surance, and other necessary ex- 
penses from the place of shipment 
to the port of arrival in the United 
States and a reasonable addition 
for profits and general expenses, 
not less than 16 per centum. 


Will Put All on an Equality 


As Mr. Fordney says, this provision 
will put all importers on an equality, 
and the same kinds of goods will pay 
the same rates of duty regardless of the 
country in which they are made. To- 
day the law requires that the appraiser 
shall find the foreign market value 
of each importation in usual wholesale 
quantities in country of origin on date 
of shipment, which is some job. 

As Mr. Reynolds confesses, he spent 
a great deal of good Government money 
during the five years he served as As- 
sistant Secretary of the Treasury in 
Charge of Customs, in chasing about 
Europe trying to ascertain the foreign 
market value of many lines of mer- 
chandise—and falling down on the job. 
Under the new plan, the appraisers, in 
most cases, will confine themselves to 
making a few inquiries in the domestic 
market concerning the value of com- 
parable goods, and will thus save Uncle 
Sam a pretty penny. 


The Unemployment Situation Improves 


The President’s conference on unem- 
ployment has made public a brief state- 
ment giving a bird’s-eye view of the 
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labor situation throughout the country. 

Three States in the Middle West-- 
Kansas, Missouri and Nebraska—are 
affected only slightly by the national 
unemployment crisis, according to re- 
ports from mayors of the largest cities. 
Col. Arthur Woods, former Police Com- 
missioner of New York City, is chair- 
man of the Committee on Community, 
Civic and Permanent Measures, and at 
the request of Secretary Hoover, chair- 
man of the conference, is in correspond- 
ence with mayors of cities of more than 
20,000 population, to learn the status 
of their unemployment, and to inform 
them of some emergency measures that 
are being applied in certain municipal- 
ities. Mayors from many cities 
throughout the nation state that they 
can provide work for their own unem- 
ployed, but can not take care of float- 
ers from other cities. 

Kansas City, Kan., has about 38,000 
persons employed, and less than 2000 
unemployed, including about 800 float- 
ers, Mayor Harry B. Burton informed 
the conference. Many of the men out 
of jobs are seasonal workmen, especial- 
ly in the building trades, but this is nor- 
mal for this season of the year, the 
mayor says. 


State and Federal Authorities Co- 
operate 


The city has a free employment 
bureau, and various organizations in- 
cluding churches and fraternal societies 
are prepared to handle any unemploy- 
ment emergency that may develop. 
Close co-operation will be maintained 
with State and Federal authorities. The 
city hopes to open up considerable work 
this winter. 

Only 800 men are reported out of 
work in Topeka, the capital of Kansas. 
Mayor Herbert J. Corwine reports that 
the unemployment situation is being 
handled through the co-operation of the 
free employment bureau, the mayor’s 
office, and the Topeka Daily Capital. 
All available work is listed daily, and 
business men and householders are 
joining in the attempt to provide jobs 
for men who need them. 

Missouri’s two largest cities, St. 
Louis and Kansas City, have not yet 
reported to the president’s conference, 
but the situation is not considered acute 
in that State. The survey of the United 
States Department of Labor on Sep- 
tember 1 gave 9000 unemployed in 
Kansas City, which was 2.8 per cent of 
its 324,410 population; and 68,500 un- 
employed in St. Louis, 8.9 per cent of 
its 772,697 population. 

Joplin, Mo., is confronted with the 
heaviest record of unemployment in its 
history. In this city of 29,902 resident, 
15,000 miners are normally employed in 
the lead and zinc mines, but nearly all 
of these mines are closed, with little 
prospect of being reopened soon. 


Employers Urged To Increase Staffs 


The Chamber of Commerce is trying 
to induce employers to increase their 
staffs. Employment has picked up in 
Saint Joseph, Mo., since the survey of 
September, which indicated unemploy- 
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ment of 65000 or 6.7 per cent of the 
population of 77,939. The greatest un- 
employment at ‘present is among the 
foreign laborers of the stockyards. 

Nebraska is not suffering seriously 
from unemployment, Governor Samuel 
R. McElvie has ‘informed Colonel 
Woods’ committee. Some building is 
being done, and a limited amount of 
public improvements will be under way 
this winter. Many farm laborers will 
be provided for by the customary 
“board and lodging” arrangement 
which is frequently offered by farmers 
in the winter. 

The American Legion county agricul- 
tural agents and commercial clubs are 
working together to find jobs for all 
who want them. An extensive build- 
ing program in Lincoln will take care 
of the small amount of unemployment 
there, and Omaha does not anticipate 
need for relief unless the weather be- 
comes severe, the mayors of these cities 
report. 


Railroad Business Picking Up 


Encouraging signs of business re- 
vival are reflected in the statistics 
showing the loading of revenue freight 
on American railroads during the week 
ending October 22, which totaled 962,- 
258 cars more than during the previous 
week, according to reports just re- 
ceived from the carriers by the Car 
Service Division of the American Rail- 
way Association. 

This was within 46,526 cars or 96 
per cent of the number loaded during 
the corresponding week in 1920, and 
only 14,759 cars less than were loaded 
during the corresponding week in 1919. 
Comparisons show that the loading for 
the week was the largest since October 
30, 1920. 

The gain over the week before was 
due principally to the increased move- 
ment of coal and also merchandise and 
miscellaneous freight which includes 
manufactured products, although in- 
creases were reported in the loading of 
all commodities. 

Loading of merchandise and miscel- 
laneous freight amounted to 575,625 
cars or 24,817 cars more than during 
the previous week and 15,787 cars 
more than were loaded during the cor- 
responding week in 1920. Coal load- 
ings totaled 212,219 cars, or 20,713 
cars more than were loaded during the 
preceding week. It was, however, 13,- 
731 cars under the total for the corre- 
sponding week last year. 


Gains in All Classes 


Tabulations showed an increase, com- 
pared with the week before, of 3978 
cars in the loading of live stock, the 
total being 40,188 cars, which was 5000 
more than the total for the correspond- 
ing week of 1920, but 1388 below that 
for the corresponding week in 1919. 
Loading of grain and grain products 
was 51,001 cars, an increase of 2629 
over the week before and 11,521 cars 
greater than the total for the same 
week last year. It also was 6980 cars 
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in excess of the total for the same week 
in 1919. 

Ore loadings also increased 3397 
cars over the previous week, the total 
being 23,186, while the loading of forest 
products amounted to 53,426 cars, or 
an increase within a week of 409 cars. 
Reports showed 6646 cars were loaded 
with coke or an increase, compared 
with the week before of 315 cars. 

Compared by districts, increases 
were reported in the loading of all 
commodities in all except the North- 
western district, while the Pocahontas, 
Southern, Central, Western and South- 
western districts reported increases 
compared with the corresponding week 
last year. 


Exports of Iron and Steel Expanding 


Exports so far this year have not 
been of any material aid to the domestic 
iron and steel industry, which has wit- 
nessed a slow but steady improvement 
ever since the low point was made in 
July, according to data just made pub- 
lic by Secretary Herbert Hoover. The 
steel industry is doing a little better 
than holding its own, with production 
of the lighter products such as sheets, 
tin plate, wire manufactures, etce., 
greater than for the cruder forms of 
steel. 

It is Secretary Hoover’s opinion that 
so long as so much uncertainty pre- 
vails in the foreign market, the do- 
mestic steel industry can not look for 
the usual tonnage volume from over- 
seas. Exports of iron and steel have at 
last begun to move upward, however, 
recording for September a total of 92,- 
761 long tons, and if this movement is 
sustained, as is expected, September 
will have been the turning point of a 
long period of steadily declining for- 
eign business, reaching a low mark of 
73,792 tons in August—the lowest 
point recorded since January, 1909. 


Figures for Nine Months 


The exports for the nine months to- 
tal 1,825,356 tons, which is at the rate 
of 2,400,000 tons for the year, an ag- 
gregate that may not be realized dur- 
ing the next three months. This figure 
represents about 50 per cent of the 
total tonnage exported in 1920, and to 
approach it would mean an average 
monthly outgo for October, November 
and December of 190,000 tons, which 
rate has not been realized since last 
March. 

A comparison of the September re- 
turns with those for August shows 
gains made in a majority of items, with 
rails leading with an increase of 15,000 
tons, which, with the increases made 
in steel sheets and structural steel, 
more than accounts for the total gain 
of 18,900 tons. As a result of these 
changes, rails moved from sixth to first 
place, and structural steel continues in 
the same relative position as in August. 
Wrought pipe shows a moderate de- 
cline from the preceding month, and as 
a result of the change this item drops 
from second to fifth place. 

An analysis of the leading tonnage 
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item shows that over 60 per cent of 
the rails were taken by China, other 
shipments, of moderate size, going to 
Canada, the United Kingdom, Philip- 
pine Islands, Honduras and Kwantung. 
Shipments of sheets in large tonnages 
to Japan started in August, continued 
in September, with a total of over 13,- 
000 tons, or more than 60 per cent of 
the total export to this country. 


Steel Plates Make Big Item 


Structural steel shapes were taken 
mainly by Japan, British India, and 
Canada, while steel plates to the ex- 
tent of over 50 per cent of the month’s 
exports were received by Canada. It 
is interesting to note that shipments 
of wrought pipe and fittings were more 
widely distributed (among 49 markets) 
than any other item, the largest ton- 
nage going to Mexico. 

China returns to the list of principal 
foreign markets for iron and _ steel 
products, taking third rank for the 
month and being credited with about 
15 per cent of exports to all countries. 

A comparison with the August export 
figures shows a moderate decline for 
Canada, while for Japan a very marked 
gain is noted with both countries main- 
taining their relative positions as to 
rank. Australia, Brazil and Rumania, 
which were among the principal mar- 
kets for August, have lost ground and 
have been superseded by China, Colom- 
bia and Kwantung. Shipments of over 
600 tons of rails, probably for the 
South’ Manchuria Railway, accounted 
probably for almost the whole of Kwan- 
tung’s share in the trade. 

A study of the September statistics 
discloses that the heavier products such 
as billets, rails, shapes, plates, and bars 
predominate, to the extent of over 50 
per cent, suggesting large scale buying 
rather than the small-scale merchant 
buying recorded in August. 


Studying Distributive Methods 


The Joint Commission of Agricul- 
tural Inquiry appointed by Congress, is 
engaged in a comprehensive survey of 
the distributive machinery of the coun- 
try, including marketing and handling 
of the raw products of the farm, and 
manufacture and distribution through 
trade channels. An effort is being made 
to ascertain the causes for the wide di- 
vergence between the producers’ and 
consumers’ prices. In the course of this 
survey, the Commission has obtained 
data showing the number of retail es- 
tablishments in certain trades, the 
number of wholesalers in these trades 
and the relation between the number of 
establishments and the number to be 
served by them. 

The figures so far compiled show in 
part that there are 956,419 retail es- 
tablishments in the principal lines. 
There is one retailer for every 111 
persons, or one retailer for every 
twenty-six families. The persons em- 
ployed in retail establishments number 
3,585,368, or 3.3 per cent of the pep- 
ulation. 


(Continued on page 91) 
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Timely Ads for Approac hing Cold Weather —Linking Up 


Furnace and Stove Advertising with Local Building Operations 


A Tie-up with Local Building 


No. 1 (2 cols. x 6 in.). 

The Sumner Company, Moncton, 
N. B., ad reproduced herewith was sent 
us by G. V. White, publicity director 
for this large and progressive Canadian 
hardware firm. 

The Sumner Company is particularly 
careful to make their advertising both 
timely and pertinent to local activities. 
For example, it will be observed in 
reading this ad that the type of build- 
ing being done at present in Moncton 
lends itself to the installation of pipe- 
less furnaces. 

Where the hardware dealer can effect 
this sort of a tie-up, his advertising is 
rendered vastly more effective. If you 
handle one register heating outfit and 
note that small houses are being put 
up in your neighborhood, then you 
have the finest kind of an opportunity 
to reach these builders through making 
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1—Making local building help furnace sales 


such a tie-up as is done in this Sumner 
ad. 
The same suggestion holds good for 
most any article of hardware. Adver- 











2—The time of year for the oil stove 


tising, the successful kind, isn’t just 
writing some copy, throwing in a cut 
or two and dismissing it from your 
mind. Your ads must be seasonable, 
they should make a tie-up locally 
wherever possible and they should take 
advantage of current news and events. 
Then they will be read. 

We are reminded of the Jersey City 
hardware man who when gas became 
impossible as an illuminant, due to con- 
troversies about the rate for gas, ad- 
vertised his stock of electric lights and 
fixtures. He talked light when the 
public was thinking about light. Con- 
sequently he did more business with 
those ads at that time than he could 
have done before or has done since. 
There are always plenty of such oppor- 
tunities in every community. 
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When the world’s series was being 
played in New York last month, we 
observed that there were many sport- 
ing goods ads devoted to baseball goods. 
This was rather late for such publicity, 


. but the fact that everybody had base- 


ball before them every day for a week 
or so stimulated the sale of baseball 
goods when the dealers effected the 


local tie-up. 


A Weather Hiatus 


No. 2 (2 cols. x 6 in.). 

The weather between the balmy days 
of Indian summer and the first cold 
days of November is a sort of no man’s 
land. It isn’t cold enough for steady 
heat all day long and yet it isn’t warm 
enough to do without heat. 

That’s the time to boost oil heaters 
and here is a very good oil heater ad 
sent us by the Buchanan Hardware 
Company, Richfield Springs, N. Y. 

The heading and subheads are 
worthy of your attention. The text 











3—-Good copy helps to sell gas heaters 














November 10, 1921 





A Real honest-to-goodness Carving Set 
ee Ee Teen $2.50 to $15.00 
I? Electric Coffee Percolators—Casseroles—Pyrex. Ware 
Community Silver Ware—Knives, Forks or Spoons 
2 Coffee Percolators—Pyrex Pie Plates in frame 
pum Kitchen Ware——Meat Grinders, Kitchen Kain . “oH 
hong rags cerca that make the dinner a success. We 
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matter is also well handled. The ad- 
vantages of the heater are set forth 
clearly and any objections that the 
reader might have to kerosene-burning 
heaters are pretty well overcome by 
the ad’s copy. 

The next few weeks offer you a real 
opportunity to advertise oil heaters. 
They are good sellers all the time in 
cold weather, for there is always an 
odd space or a top floor room which 
doesn’t get the full benefit of the home’s 
heating system. It is well, by the way, 
to bring these points in with your gen 
eral talk on the heater. 





One More Type of Home Heater 


No. 3 (2 cols. x 6 in.). 

This gas heater ad was sent us by 
the Blakey-Clark Company, Ennis, Tex. 
C. B. Knighten of this firm, originated 
the idea of using the character “Tim” 
which appears in this ad. Mr. 
Knighten put Tim “on the shelf” for 
awhile recently because he did not 
want him to wear his welcome out. 
Apropos of this, Mr. Knighten writes 
to ask us if we agree with him in giving 
the character a rest now and then. We 
do. Such a thing as a trade-mark should 
never be given a rest, but hardware 
characters such as “Tim” should be 
kept in the background at times. The 
only exception would be in the case of 
an exceptionally pat character and 
these, by the way, are few and far 
between. 

This ad features the gas heaters with 
from six to twelve burners. The heat- 
ers are well described in the copy, stress 
being laid on the asbestos back and the 
bunsen burners. 

It will be observed that a $4.50 heater 
is also featured where the ad sums up 
the prices. This is a feature of Blakey- 
Clark advertising. Whenever the com- 
pany runs an ad on higher-priced goods, 
it usually makes a point of listing the 
same kind of article in a cheaper grade 
at a cheaper price. This does no harm 
to the appeal to the reader who desires 
quality goods, and it. has the advantage 
of interesting a larger number of 
readers in the announcement. 


That Thanksgiving Dinner 


No. 4 (2 cols. x 4 in.). 

The Foster-Farrar Co., Northamp- 
ton, Mass., sent us this ad on carvers 
for the Thanksgiving dinner. Now is 
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the logical time to get in a few good 
ads on carving sets. This is really a 
combination ad, the carver merely be- 
ing the leader. The sets however, are 
the only items priced. 

It will be noticed that the rest of 
the articles listed in the ad have to do 
with the Thanksgiving dinner and its 
preparation. We suggest a combin:- 
tion ad, fully descriptive, with prices 
of the following four items: carvin; 
sets, coffee percolators, meat grinder 
and casseroles. Such an ad is partic- 
ularly timely if you get it in the paper 
in the right way. 


A Snappy Heading 


No. 5 (3 cols. x 9 in.). 

This ad was sent us by Oyster Hard- 
ware Co., Lumberport, W. Va. It is 
the first time we have’ seen “Short 
Stories” used for a hardware ad and 
it is a bang-up heading and a fine idea. 
We think a merchant could use a regu- 
lar “Short Story” ad once a week. 
People will read it—the heading com- 
pels attention and invites perusal of the 
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copy because the advertising tale is 
short and brevity makes its appeal. 
Just notice how you, yourself, are at- 
tracted to this ad. 

Try a “Short Story” ad and clip your 
copy out of the newspaper and send it 
in to us for reproduction. 


Commenting upon Recent Advertising 


Cochrane Hardware, Ltd., Sault Ste. 
Marie, Canada, sent us the current is- 
ue of Store News. After going 
hrough it carefully, we pronounce it a 
irst-class store paper. 

L. Thorn & Sons, New Albany, Ind., 
sent us a page ad on seasonable items 
—separators, paint, implements, fence, 
and Fall specials for the farm. This is 
a well handled ad from start to finish. 

Barr Bros. Hardware Co., Ithaca, 
N. Y., sent us Barco Buyer’s Buide, 
their store paper. The October num- 
ber was No. 2 of Vol. 10, which proves 
the paper has brought results for the 
Barr folks. The Barr store paper dif- 
fers from others in this respect—it is 
printed in purple ink. 


5—This is the first time we have scen this kind of an ad, and the idea appeals to us 
as being unique 
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Wilcox Hardware Co., De Leon, Tex., 
sent us a‘ page ad featuring “Kuick 
Kash Kounts” and a big sale of stand- 
ard hardware items. The ad was ably 
prepared and no doubt got the trade. 

Brown Bros., Fulton, Va., sent us 
an interesting prize ad which we will 
show later in this department. 

Kemp-Hibler’s “Community Chroni- 
cler,” published at El Dorado Springs, 
Mo., came to hand this week and a 
bang-up issue the current number is. 
The two inside pages of this four-page 
store paper illustrated seventy-eight 
items complete with descriptions and 
prices, which we say is “some stunt.” 


We enjoyed reading the current issue 
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of the Allith Bulletin, the house organ 
of the Allith-Prouty Co., Danville, Ill. 
Seems to us it’s getting better with 
each issue. 

Knight’s Hardware Store, Wagner, 
S. D., sent us the current issue of 
Store News, and a well-edited store pa- 
per it is. One of the things we notice 
is the plentitude of prices. That’s 
good work. 

W. T. Breeze, Brooksville, Ky., sent 
us a very good ad on the tale of the 
dog running into the woods in which 
the optimist says after a dog runs half- 
way into the woods he is beginning to 
run out. The ad is pat for these times 
and Mr. Breeze is to be congratulated 
on this timely publicity. 
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Brown Bros., Fulton, Va., sent us a 
copy of “Hardware Notes” a breezy 
two-page store paper. A contest which 
was run by the firm will be featured in 
a later issue. The suggestion we make 
is—add two more pages to the paper. 


The Gregory Sash & Door Co., Syra- 
cuse, N. Y., have been appointed as dis- 
tributors for the McDougall-Butler Co., 
Inc., Buffalo, N. Y. 


Chas. E. Miller, New York, plans to 
dispose of his general automobile acces- 
sory jobbing business and will probably 
open an office later as a manufacturer’s 
agent. 


National Implement and Vehicle Association Meets 


Reductions in Freight Rates and Price Reces- 
sions Urged at Annual Convention in Chicago 


UBSTANTIAL reductions in freight 

rates, prices to as near normal 
as possible, careful but consistent buy- 
ing, and greater selling efforts were 
some of the things endorsed at the an- 
nual convention of the National Imple- 
ment and Vehicle Association at the 
Congress Hotel, Chicago. The conven- 
tion, which closed October 14, drew a 
large attendance and a spirit of con- 
fidence breathed throughout its ses- 
sions. 

Address of Secretary Wallace 

Secretary of Agriculture Henry C. 
Wallace was the principal speaker on 
the program and there was no gloom 
noticeable in his address, in the course 
of which he visioned business return- 
ing, by reasonable steps, to normalcy. 
“The buying power of the farmer is 
increasing and business is on the up- 
grade,” he said. “The worst is over, in 
my judgment, and I base my opinion on 
personal observations and the report of 
trained investigators. 

“TI think the farmers have had a false 
program of economy. Psychology ac- 
counts for it, but I think it is true that 
we are through the worst of this psy- 
chological condition and from now on 
purchases by farmers will gradually 
and steadily increase. In other words,” 
he said, “I think we are through the 
worst of the depression and further 
declines in the prices of grain cannot 
continue to a much lower point. It is 
natural that in your business you 
should share with the farmer his period 
of adversity as well as his period of 
prosperity.” 

“The more carefully we study 
present conditions,” he said, “the clearer 
it becomes that prosperity cannot be 
restored by legislative enactment or 
executive dictum. Substantial relief 
should result from wise administration, 
and intelligent selling campaigns must 
enlarge the outlet for some of our sur- 
plus and relieve the congestion at 
home.” 


H. J. Hodge, secretary-treasurer of 
the organization, in a comprehensive 
report advised greater consideration 
for the farmer, and said trade will re- 
sume its natural channels in due time 
and without disaster. Delegations from 
the various states and inter-state as- 
sociations spoke on “the outlook for 
1922.” There was considerable blue 
in the eyes of some of the speakers 
while others were of a more encourag- 
ing hue. Delegates from the dairy sec- 
tions were quite optimistic, while those 
from the cattle districts were not overly 
depressed. High interest rates de- 
manded by some banks were condemned, 
and all seemed to agree that lower 
freight rates would have to precede 
prosperity. 


Propaganda Attacked 


The profiteering propaganda directed 
at the retailer was given serious con- 
sideration. Implement dealers em- 
phatically denied the charge. It was 
suggested that the retailers in every 
community should get together and de- 
vise plans to combat this propaganda, 
through advertising and similar public- 
ity. Dealers said they lost money on 
binder twine last year, through the low 
prices made to co-operative associations. 
It was decided to make a determined 
effort to restore the twine business to a 
profitable basis. 


Price Reductions Urged 


“What has 1922 in Store for the 
Farmer, the Dealer and the Manufac- 
turer?” was the subject which occupied 
one entire session of the sales man- 
agers’ department of the association. 
A. A. Doerr spoke from the dealers’ 
viewpoint and pointed out that the 
situation was still serious but that con- 
ditions would eventually right them- 
selves. He urged the manufacturer to 


further reduce prices. 
C. E. Gunnels, of the American Farm 
Bureau Federation, spoke for the farm- 


ers. He said we should not regard 
normalcy as a restoration to a pre-war 
basis. He said he thought lower wages 
would make the worker more prosper- 
ous than high scales and no work, and 
urged a readjustment in manufacturing 
costs, through wage declines. Mr. 
Gunnels said the farmer is not so in- 
terested in co-operative buying as he 
is in co-operative selling, and stated 
that if the stores of a community 
served its farmers well they would not 
organize to compete with the estab- 
lished businesses. ; 


The Manufacturer’s Viewpoint 


The manufacturers’ viewpoint was 
presented by Finley P. Mount, presi- 
dent of the Advance-Rumley Co. Mr. 
Mount said the road to prosperity was 
paved with hard work and he deplored 
the tendency of many people to “pass 
the buck” to the other fellow. “The 
remedy for our plight is to quit hollerin’ 
and go to work,” he said. He cited 
the fact that the farmers spent 55 
per cent more for automobiles than for 
farm implements and asked if the auto- 
mobile salesmen had been more aggres- 
sive than the implement dealers. He 
said he thought the farmers were look- 
ing for chances to save money and 
would buy implements because they 
would accomplish savings for him. 

Officers for 1922 were chosen as fol- 
lows: president, R. A. Lathrop, Hope, 
N. D.; vice-president, Stanley M. Sell- 
ers, Lebanon, Ohio; secretary-treasurer, 
H. J. Hodge, Abilene, Kan.; directors, 
L. F. Wolf, Mich.; A. A. Doerr, Kan.; 
George P. Wagner, Ind. 

The resolutions condemned the C. O. 
D. repairs practises of some manufac- 
turers, said insurance and wrapping 
charges should not be passed on to the 
retailers and commended the abolition 
of the cash deposit requirement on 
trucks and tractors and commended the 
progress made in securing more prompt 
invoices. 
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Office of HARDWARE AGE, 
239 West 39th Street, 


New York, Nov. 7. 


REDICTIONS of a month ago 

that rang loud with genuine 

optimism were entirely justified 
according to reports from the local 
hardware fraternity. Jobbers are ac- 
tually doing very big business, store 
salesmen are more than busy and are 
taking big orders for all kinds of goods. 
Out of town salesmen are sending in 
good orders, and the members of the 
retail trade are paying their bills with 
more promptness than in some time. 
Dealers are finding a much more re- 
sponsive consumer trade. 

Seasonable goods are, of course, tak- 
ing the center of attention. Dealers 
are receiving big shipments of winter 
goods, and the New York hardware 
market seems to breathe with a pleas- 
ing air of activity. 

November will only have a maximum 
of twenty-three working days. The 
three legal holidays—Election . Day, 
Armistice Day and Thanksgiving Day 
—will undoubtedly take a slice out of 
the month’s business, and may bring 
the total sales for the month slightly 
below the very good record made in 
October. If such turns out to be the 
case it must not be taken as an indi- 
cation of a weakening market. As Oc- 
tober had twenty-five working days, the 
daily average of sales and profits will 
offer better gage. 

The era of drastic price changes in 
large numbers seems to be coming to a 
close, and fewer general changes are 
noted each week. 

Among the important price changes 
are the following: 

Some manufacturers have made 
price reductions on machine screws. 

A slight decline on tin has been 
ported. 

Jobbers report the following 
nouncements from manufacturers: 

Emmert Mfg. Co., Waynesboro, Pa., 
has issued a new discount sheet on 
vises, dated October 21. 

Medart Patent Pulley Co., St. Louis, 
Mo., has issued a new price list dated 
October 24, which shows reductions on 
the entire line. 

Badger State Machine Co., Beloit, 
Wis., has issued a new price list dated 
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November 1, showing substantial de- 
clines. 

J. P. Danielson & Co., Jamestown, N. 
Y., has issued a new price list showing 
declines on pliers. 

Niagara Metal Stamping Corpora- 
tion, Niagara Falls, N. Y., is reported 
to have announced that there is every 
reason to expect an advance on hame 
straps after November 7, on account of 
the present high cost of production. 

Frantz Mfg. Co., Sterling, IIl., has 
issued a new price list dated October 
15, which shows declines. 


Rollman Mfg. Co., Mt. Joy, Pa., has 
issued a new price list showing de- 
clines on food choppers, nut crackers, 
ete. ~ 

Wallace Bros., Wallingford, Conn., 
have reduced prices on forks, spoons, 
knives, etc. 

Klisby Bros. Co., Plymouth, Ind., has 
reduced prices on tool grinders. 


Ensign - Bickford Co., Simsbury, 
Conn., has issued new prices on safety 
fuses. 

Ohio Valley Pulley Works, Maysville, 
Ky., issued a new price list effective 
October 25, which shows reductions on 
split wood pulleys. 

Valley Iron Works, Williamsport, 
Pa., has issued a new discount sheet 
dated October 20, which shows reduc- 
tions on transmission appliances. 

Aerial Co., Peru, Ind., has made an 
advance of 5 per cent on kitchen cabi- 
nets. 

Annunciator Wire.—The new prices 
announced last week are expected to 
remain unchanged for some time. A 
good demand continues consistently, 
and there seems to be sufficient wire 
available for local needs. 


Jobbers’ quotations f.o.b. New York: 

Annunciator wire, No. 16, in % Ib. coils, 
$2.24 per doz. coils; No. 17 in 1 Ib. coils, 
$4.32 per doz. coils; No. 18 on spool is 36c. 
per Ib. 


Automobile Accessories.—Jobbers re- 
port that dealers are showing some in- 
terest for winter specialties. It is re- 
ported that bumpers and tool sets are 
going very strong. Generally speak- 
ing, however, the line is only fairly 
active, 

Ash_ Sifters——Jobbers report that 
last week was a big week for ash 
sifters. Many dealers have already 
made sales on this item, and it seems 
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to say that a continued good de- 
ma s to be expected. Prices are 
unchanged. 


Jobbe New York: 
ash sifter, rotary 
$30 per doz. 


tions f.o.b 
Heavy lvanized 
wire sieve brace bands, 
Crated, $33 per doz. 
Axes.—A local jobber expressed the 
opinion last week that it is almost 
time for a pick-up on axes, as the mar- 
ket seems to be fairly well cleared of 
returned army goods in this line. Prices 
are steady and stocks adequate. 
New York: 
2% Ib., $12 per 


Jobbers’ quotations f.o.b. 

House axes, ebony finish, 
doz. 

“Fall City’ axes, 2% Ib., $13.50 per doz. 

Long Island handled axes, 2% to 2% Ib., 
$19.50 per doz. 

Second quality, 36-in. handle, 4 to 5 Ib., 
$19 per doz. 

Flint edge Rockaway pattern, 4 to 5 Ib., 
$20.75 per doz. 

Connecticut pattern, 
3% Ib., $19.50 per doz. 


Bolts and Nuts.—A mild but consist- 
ent demand exists for both bolts and 
nuts. Stocks are sufficient, and prices 
unchanged. 


handled axes, 3 to 


Jobbers’ quotations f.o.b. New York: 

Common carriage bolts, 3% by 6 and 
smaller, 50, 10 per cent to 50. 10 and 5 per 
cent; longer and thicker, 45 and 10 per 
cent to 50 and 5 per cent. 

Machine bolts, % by 4 and smaller, 50, 
10, 10 per cent to 60 and 5 per cent; larger 
and thicker, 50 and 10 per cent to 50, 10 
and 5 per cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 80 per cent; larger and thicker, 75 
per cent. 

Tinners’ rivets, 60 per cent. 


Hexagon machine screw nuts, iron. 40-5 
per cent; bfass, 4/32 to 8/32 in., 75 per 
cent: 10/32 to 12/32 in. 65 per cent; 


14/32 in., 60 per cent. 

Lock washers, 50 per cent. 

Toggle bolts, steel, bright finish, 60 per 
cent. 

Iron rivets, 60 per cent; solid copper 
rivets, 40 per cent. 

Stove bolts, 80 per cert. 

Builders’ Hardware. — Among the 
leading items at the present time, 


builders’ hardware takes a very promi- 
nent place, and the demand seems to 
increase gradually from week to week, 
although the increases are not so no- 
ticeable at the present time, there is 
an unusually good demand existing for 
builders’ hardware both in the city and 
out of town districts. 


Coffee Mills. — There has been no 
change in price and stocks appear ade- 
quate. The interest in coffee mills is 
fair. 

Jobbers’ quotations f.o.b. 

Coffee mill, glass hopper etal parts, 
japanned, holds 1 Ib. coffee, $11 per doz 
Same, slightly different shape, $14.25. per 
doz. 


New York: 
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Cotton Gloves.—Stocks are ample 
and prices are steady. 


Jobbers’ quotations f.o.b. New York: | 

Cotton gloves, white canton flannel, with 
knit cotton wrist, light, $1 per doz, pair, 
net; heavy, $1.75 per doz. pair, net. Heavy 
weight white canton flannel, cuff lined, 
with heavy stiffe -ned material, regular style, 
1.75 per doz. pair, net; leather faced, $4 
per doz. pair, net. 

Galvanized Ware.—The sheet mar- 
ket is considered rather spotty, but the 
demand for finished galvanized prod- 
ucts is fairly good. The general tone 
of the market is much stronger. 


Prices to retailers f.o.b. New York: _ 

Galvanized sheets, No. 28 gage, $5.25 to 
$5.50 per 100 lb. 

Jobbers’ quotations f.o.b. New York: 

Galvanized pails, 8 qt, $2.35; 10 qt., 

2.70; 12 qt., $2.95; 14 qt., $3.30; 16 qt., 
$4 per doz. pl 

Galvanized wash tubs, No. 1, $7.85; No. 
2, $8.80; No. 3, $10.25; all per doz. 


Ice Scrapers. — Interest for _ ice 
scrapers is very good. Jobbers are de- 
livering in good quantities, and deal- 
ers are getting ready to do a good 
winter business. 


Jobbers’ quotations f.o.b. New York: 

Ice scrapers, solid shank, steel blade, 
rough finish, 64% x 5% in., 4 ft. handle, $6.25 
per doz Solid shank, extra quality, tem- 
pered steel blade, 7 x 6 in., % in. polished 
and painted blue, 4 ft. handle, $7.50 per 
doz. Ice scrapers, socket extra heavy, 7 in 
blade, 6 in. deep, %4 in. polished and painted 
blue, 4 ft. handle, $10 per doz. Ice scrapers. 
extra heavy, solid shank, double beaded 
blade, 8 x 6 in. heavy iron ferrule, 4% ft. 
handle, $10.40 per doz. 


Ice Skates.—The present demand for 
ice skates is not heavy. Stocks are 
sufficient and prices, of course, un- 
changed. When the holidays come 
along there will probably be a good 
demand for ice skates. 


Jobbers’ quotations f.o.b. New York: 

Men’s and boys’ all clamp club skates, 
sizes 8 to 12 in., 91c. to $1.18. Men’s and 
boys’ all clamp hockey skates, runners cast 
steel, all parts nickel plated, sizes, 9% to 
11% in., $1.24 to $1.63. Canadian hockey 
skates for men, women and children, nar- 
row foot plate, sizes 8 to 11% in., 94c. to 
$1.48. Women’s and children’s club skates, 
russet leather back and strap, sizes 8 to 
11 in. polished cast steel runners, $1.15 
to $1.40. Women’s and children’s clamp 
hockey skates, $1.49. Women’s and chil- 
dren’s clamp hockey skates, russet leather 
back and strap, runners made of cast steel, 


nickel plated, $1.51 to $1.99. 

Lanterns. — Fair demand, steady 
prices and adequate stocks characterize 
the local lantern market. 


Jobbers’ quotations f.o.b. New York: 

Hy-Lo tin lanterns, $9.50 per doz. Victor 
tin lanterns, $9.50 per doz. Monarch tin 
lanterns, $9.50 per doz. Junior brass lan- 
terns, $18 per doz. Blizzard tin lanterns, 
14.50 per doz. Buckeye dash lanterns, 
14.75 per doz. Roadster wagon lanterns, 
$18.50 per doz. De Lite lanterns, $14.50 
per doz. Little Wizard lanterns, $11.25 per 
doz. Eureka driving lanterns, plain lens, 
$19 per doz. Watchmen’s mill lanterns, 
enamel finish, $25 per doz. Imperial plat- 
form lanterns, $9.75 each. 


Levels.—Levels are in good demand, 
stocks are adequate and prices un- 
changed. 


Jobbers’ quotations f.0.b. New York: 

Pocket levels, iron, 2 in., Jjapanned, $1.72 
per doz.; 2 in. hexagon brass, nickel plated, 
proved glans, $3.60 per doz.; same, 4% in., 
38.20 per doz. 

Line levels, 3 - aluminum, German sil- 
ver end, $5.12 

Plumbs and 
te plated 





revels. —Cast iron japanned, 
trimmings, with proved 


two Ponte 6 in., $16.32 per doz.: 
name, 24 in., $31. :; 

Level pd 4 rolled steel, web 
omune 1 plumb and two levels, 22 in, 
$19.28 per doz. 


Linseed Oil—The general tone of 
the market continues to show strength, 


Prices are unchanged. 
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in spite of the recent fluttering of 
prices. 


Prices to retailers f.o.b. New York: 

Linseed oil in car lots, 67c. to 69c. per 
gal.; less than car lots, but more than 5 
bbl., 72c. to 74c. per gal. ; single bbl. lots 
is 75c. to 77c. per gal. ‘Boiled oil is 2c. 
extra per gal. and double boiled oil is 3c. 
extra per gal. Oil in half bbl. lots is 5c. 
extra per gal. 





Due to a typographical error, 
coated nails were quoted at $2 
per keg in last week’s issue of 
HARDWARE AGE. The price should 
have been $3, as will be noted in 
this report. 











Nails—Most jobbers report a fairly 
good nail demand. Stocks in general 
are adequate, and the prices quoted 
here are representative of the legiti- 
mate local market. 


Jobbers’ quotations f.o.b. New York: 
Wire nails, $3.50 to $3.70, base, per keg. 
Cut nails, $4.25 to $4.45, base, per keg. 
Coated nails, $3, base, per keg. 

Wire nails and brads, 75-10 to 80 per cent. 


Naval Stores. — The local naval 
stores market is showing but little 
buying activity. Much interest for quo- 
tations has been shown, and turpentine 
has been subjected to changes both up 
and down. 


Jobbers’ quotations f.o.b. New York: 

Turpentine is quoted at 80c. to 82c. per 
gal. 

tosin is being quoted B and D grades at 
$5.45; E grade, $5.50; F grade, $5.55; G 
grade, $5.60; H grade, $5.65; I grade, 
$5.75; K grade, $6.10; M grade, $6.50; N 
grade, $6.75; WG grade, $7, and WW, 
$7.25. All per bbl. 

Rosin oils are quoted at 35c. for first 
run; 37c. for second run and 44c. for third 
run. 
Tar-pitch in bbl., 200 Ib., $6.50. 

Roller Skates.—A fair though steady 
demand for roller skates is reported. 
Prices remain unchanged and _ stocks 
appear to be ample. 

Jobbers’ quotations f.o.b. New York: 

Extension roller skates, steel foot plate 
and back, extend 74% to 9% in., cast iron 
rolls, web heel and toe straps, $1.10 per 
pair. Same, better grade, $1.20 per pair. 
Extension skates, with tops, trucks, clamp 
made of cold rolled steel, rubber cushioned, 
extension, 7% to 10 in., half strap heel, 
clamp toe, plain steel roll, $2.10 per pair. 
Extension ball-bearing roller skates, for 
men, nickel-plated, $1.85 per pair. Same, 
for women, $1.95 per pair. 

Rope and Twine.—Twine continues to 
be in very good demand, but rope is 
moving slowly. Stocks are sufficient, 
and prices unchanged. 

Jobbers’ quotations f.0.b. New York: 

Manila rope, No. 1 grade, 17c. to 18%%4c 
per lb. Hardware grade, 14c, per lb. Sisal, 
No, 1 grade, 13c. per lb. ; sisal, No. 2 grade, 
llc. per lb. Bolt rope, 20c. to 22c. per Ib. 

Lath yarn, 13c. to 15c. per Ib. Jute wrap- 
ping twine, 20\%c. to 2546. per Ib. India 
hemp twine, No. 6, 16c. to 18c. per Ib, 

Screws.—The demand for screws is 
fairly consistent. Stocks are ample, 
and the prices quoted here will prob- 
ably continue. 

Jobbers’ quotations f.0.b. New York: 

Wood Screws.—Flat head, bright, 17% - 20 
per cent; flat head, galvanized, 624%-20 per 
cent: round head, blued, 75-20 per cent; 
round head, nickeled, 65-20 per cent; round 
head, brass, 70-20 per cent; flat head, 
brass, 7%: -20 per cent; round head, brass 
nickeled, 65-20 per cent. 

Machine Screws.—Iron, flat and round, 
80-10 per cent; brass, flat and round, 75 
per cent. 

Cap screws, 75 per cent. 

Set screws, 75-5 per cent. 


Sporting Goods.—Fair attention is 
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being given to sporting goods in gen- 
eral, Equipment for cold weather 
sports, of course, are receiving most of 
the attention. Orders are for fair 
quantities, and stocks appear ample. 


Sleds.—Jobbers are delivering sleds 
every day, and dealers seem anxious to 
get in good stock. There is no talk of 
any price changes. 


Jobbers’ quotations f.o.b. New York: 

Flexible Flyer sleds No. 1, 38 in. long, 12 
in. wide, 6 in, high, $4.50 each; No. 2, 42 in 
long, 18 in. wide, 6 in. high, $5 each; No. 3 
47 in. long, 14 in. wide, 7% in. high, $6.50 
each ; No. 4, 52 in. long. 14 in. wide, 7% in 
high, $7 each. Junior Racer, 49 in. long, 12 
in. wide, 6% in. high, $5.50 each; Racer, 57 
in. long, 13 in, wide, 7% in, high, $6.75 each 
No. 5, 63 in. long, 16 in. wide, 8 in. high 
$9.50 each. No. 4, with one pair of foot 
rests, $7.75; No. 5, with two pair of foot 
rests, $11. 

Stove Pipes and Elbows.—This class 
of goods is receiving very good atten- 
tion at the present time. Jobbers’ 
stocks appear sufficient, and prices are 
unchanged. 


Jobbers’ quotations f.o.b. New York: 
Stove pipe, black iron, No. rv sage; 12 


lengths to a wryek 4 in., $1. 4% in., 
$1.70; 5 in., $1.80; 5% in., go40s va: $2.25 
each per doz. length 


Elbows, black iron, No, 28 gage, 12 
lengths to a bundle, 4 in., $1.60; 4% in. 
$1.70; 5 in., $1.80; 5% in., $2.10; 6 in., $2.25 
each per bundle of {3 lengths. 

Tree Holders.—The demand for tree 
holders has not as yet assumed any 
great proportions, but jobbers report 
fair interest being shown. Stocks are 
ample and prices steady. 

Jobbers’ quotations f.o.b. New York: 

Cast iron tree stands, japanned, striped 
with gold bronze, 2 in. opening, $10 per 
doz. net; 3 in. opening, $16.75 per doz, net; 
“Gem” tree stand, $5.75 per doz. 

Toys.—The present toy market is 
fairly active. Stocks are ample, and 
there is not much variance in prices. 


Window Glass.—The demand for win- 
dow glass is consistent to a satisfactory 
extent. Stocks are sufficient and prices 
steady. 

Prices to retailers f.0.b. New York: 

B single window glass, 82 per cent dis- 
count. 

B double glass, 85 per cent discount. 

A double and single glass, 82 per cent 
discount. 

Wire Goods.—The demand for wire 
goods has kept up very well, in fact 
has shown a little improvement during 
the past week. Full details as to the 
effect of the recent price revisions on 
No. 12 mesh are not yet available. 

Jobbers’ quotations f.0.b. New York: 

Poultry netting, galvanized after weav- 
ing, factory shipment, 50 per cent; from 
New York stock, 7 er cent. Poultry net 
ting, galvanized ore A cette factory 
shipment, 50-10-5 . cen 

Square mesh wire cloth. "2x 2, New York 
stock, $4.50 to $4.75 per 100 oe t5 3 = 3, 
$4.77. per 100 sq. ft.; 4 x 4, $5 per 100 
sq. ft. 

P. S.—Reports indicate a firmer cop- 
per market in the New York district. 
The general local quotation for Decem- 
ber delivery is 13 cents. Reluctance to 
buy in the open market even at 13 cents 
has characterized the copper situation. 
There is some talk of an advance of % 
to % cent by some large producers. 
All buying is on the quiet, but many 
inquiries on lots ranging from 200,000 
Ib. to 2,000,000 lb. are coming to light 
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Office of HARDWARE AGE, 
1505 Otis Building, 
Chicago, Ill., Nov. 5. 


ALES in the Chicago wholesale 
S hardware market have shown but 

slight improvement and this has 
been due principally to the mild 
weather. There has been an absence of 
cold weather. This has resulted in a 
curtailment inthe demand for fall and 
winter hardware. It will require 
colder weather before a normal volume 
of sales is attained. 


Announcement is made at this time 
of the new price on wire cloth, and 
that is given as $2.10 per 100 ft. for 
12-mesh black wire cloth. 


There are several price changes this 
week, but none of them are important. 
Generally speaking the market seems 
to be steady with less and less prob- 
ability of price reductions. 

Sales of sporting goods, cultlery, 
flashlights, electrical goods and toys, 
which will be active for the holiday 
season, continue to be satisfactory. In 
fact the sale of toys, it is felt certain, 
will be quite large during the coming 
week, 


Automobile Accessories.—Motorists 
are availing themselves of the favorable 
weather, and the sale of accessories of 
a stable nature continues to be satisfac- 
tory. There have been no changes in 
prices. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Reliable jacks, No. 46, $3 each, 
$34 per doz.; De Luxe long handled stand- 
ard jacks, $6.2 25 each; No. 1 standard a 
$2.15 each; twin cylinder foot pumps, $1.2 
each; Simplex jacks, No. 36, $2.10 each ; 
Stewart hand horns, $4 each; Weed chains, 
30 x 8%, $5 per pair, with 25 per cent off in 
lots of one dozen pairs and 33% per cent 
off in lots of more than one dozen pairs; 
Rid-O-Skid chains, $2 to $2.65 per pair; 
inner tubes, red, 30 x 314, $2.50 each; gray 
tubes, 30 x 3%4, $2.05 each; Lyon bumpers, 
$10.25 each; Bethlehem spark plugs, in lots 
of 100, special type, 43c, each; mica type, 
Bethlehem spark plugs, 74c. each; standard 
porcelain Bethlehem plugs, 55c. each; Her- 
cules Giant plugs, 55c. to 60c. each; Hercu- 
les Junior plugs, 27c. to 35c. each; Hel-Fi 
standard plugs, 27c. to 385c. each; Hel-Fi 
tractor plugs, 83c. each. A. C. Cico plugs, 
48e. each; Splitdorf plugs, 70c. to 78c. each ; 
United plugs, junior, 40c. each; Champion X 
plugs, 50c. each; Champion O plugs, 50c. 
each; Champion Heavy Duty plugs, 57c. 
each, 

Axes.—The demand for axes is im- 
proving as the season advances. There 
has been no price change during the 
week. 


We quote from jobbers’ stocks, f.o.b 
Chicago: First quality single bitted unhan- 
dled axes, 3 to 4 Ib., $14.50 base, good 


quality black unhandled axes, same weight, 
13.50 base; single bitted handled axes, 
$16.50 to $22 per doz. 

Alarm Clocks.—Sales of alarm clocks 
continue to be good. Jobbers have am- 
ple stocks to care for all needs. Prices 
are the same as they were in the last 
report. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: —— 13.08 doz. lots, case, 
$12.48 doz.; Blue Bird, $15 doz. lots, case, 
$14.16 doz.: Bunkie, $25.56 doz. lots, case, 
$24.60 doz. ; Lookout, $16.08 doz. lots, case, 
$15.48 aoe, : Sleepmeter, $17.52 doz. lots, 
case, $16.9 2' don. 


Bicycles and Tires.—New bicycle 
prices, issued a short time ago, resulted 
in some business. The trade seems to 
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be waiting for the National show at 
Chicago the week of November 7, be- 
fore placing any business. Good sales 
are anticipated for that time. 

Builders’ Hardware.—There  con- 
tinues to be quite an active fall demand 
for builders’ hardware, and as.long : 
the weather remains mild, the ov: 
counter sales of this class of materia 
should be good. No further pric 
changes are looked for this season. 


Cotton Gloves.—The demand for cot- 
ton gloves has been very satisfactory 
throughout the season. Business on 
husking mittens is practically over. 
Prices are the same. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 6 oz. knit wrist gloves, $1.20 doz. ; 
8 oz knit wrist gloves, $1.45 doz.; 10 oz. 
knit wrist gloves, $1.80 doz.; 8 oz, plain 
husking mittens, $1.15 doz. pairs. 


Copper Rivets and Burrs.—Sales are 
about normal and prices seem to be of 
a steady nature. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Standard sizes and packages, 50 
per cent discount. 

Chains.—There has been some good 
business in chains at prices which are 
the same as last reported. 

We quote from jobbers’ 
Chicago: Proof coil chains, 
per 100 1lb.; weldless coil 
cent off list; No. 00, 4% 
cow ties, $2.75 doz. 

Cutlery.—There has been an exceed- 
ingly satisfactory business in cutlery. 
Pocket knives lead in the sales, al- 
though there has been a good demand 
for razors and razor accessory items. 
Good sales should continue throughout 
the holiday season. 

Cooking Utensils —There has been 
satisfactory business on cooking uten- 
sils throughout the year. Aluminum 
articles are considered as being attrac- 
tively priced and are moving well, while 
there seems to be a very good demand 
for enamel ware. Roasters are among 
leading items now and should continue 
to sell well until the Christmas demand 
is filled. There are no important price 
revisions. 

Eaves Trough and Conductor Pipe.— 
Sales are reported as continuing active 
in this material, while prices continue 
to be steady on eaves trough and con- 
ductor pipe. 


stocks, f.o.b. 
l-in. base, $8.50 
chains, 50 per 
electric welded 


We quote from jobbers’ stocks, f.ob 
Chicago: 29 gage, 5 in. lap joint eaves 
trough, $4.30 per 100 ft.; 29 gage, 3 in. 
corrugated conductor pipe, $4.50 per 100 


ft.; corrugated 3 in. conductor elbows, $1.55 
doz. 


Files.—No change in prices has been 
reported and a_ sizable volume of 
business has been recorded. 

We 
Chicago: 


quote from jobbers’ stocks, f.o.b 
American files, 70 per cent off list ; 
Nicholson files, 50-10-10 per cent off list; 
Disston files, 50-10-10 per cent off list: 
Black Diamond files, 50-10 per cent off list. 

Flint Paper and Cloth.—The demand 
is all that could be expected under 


present conditions. 


We quote from pobbere’ stocks, f.o.b 
Chicago: First quality flint paper. No. 0. 
$4.50 per ream; first quality emery cloth, 


No. 0, $27 per ream. 

Galvanized Ware.—Dealers are buy- 
ing very carefully on galvanized ware. 
Two manufacturers have advanced 





prices 5 per cent and some have ad- 
vanced prices 10 per cent, until now 


all manufacturers are selling at a 
higher figure than previously. This 
has had the effect of stimulating busi- 
ness for immediate need. 


Glass.—There continues to be good 
demand for glass and there have been 
price changes for several weeks. 


f.o.b. 


Ve quote from 
go: Single strength A, ail 
ent off; single strength B, 
ent off; double strength A, 


jobbers’ stoc ks, 





all size: 





I t off ; double strength B, all sizes, 83 
p ent off; putty in 100-lb. kits, $4.75; 
ce ial putty, $4.10; glaziers’ points, 
N¢ 1 and 3, one doz., 75c. 

Guns and Ammunition.—This is the 


season for the sale of this material and 
the volume of business on ammunition 
has been very large. Gun sales have 
also been extremely satisfactory. 


Hatchets—No recent changes in 
price have been noted. The demand is 
fair on the higher grades and is very 
active on the cheaper lines of hatchets. 





We quote from jobbers’ stocks, f.ob 
Chicago: Size 2 extra quality bre oO: ad hatchets, 
$19 doz. ; Competitive grades, doz. ; war- 
ranted shingling hatchets, $14.35 doz Com- 
petitive forged shingling hatchets, $5.50 doz 


Hammers.—Higher priced hammers 
are selling quite well to the mechanics, 
and there is very good demand for the 


medium and cheaper qualities for 
household uses. 

We quote from jobbers’ stocks, f.o.b 
Chicago: No. 1114 first quality nail ham- 
mers, $13.50 per doz.; competitive forged 
nail hammers, $7.50 to $10 per doz.; cast 


steel hammers, 


Hickory Handles.—Orders are com- 
ing in a satisfactory manner for hickory 


$4 per doz. 


handles, with market prices still un- 
changed. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No, 1 hickory axe handles, $4 doz. : 
No. 2, $2.50 doz.; finest selection second 
growth white hickory, $6 doz.; special 
white second growth hickory, $5 doz.; No. 
1 hatchet and hammer handles. S80c. doz. ; 


second growth hickory hatchet 
handles, $1.40 doz. 


and hammer 


Hose.—There has been no change in 


hose prices. Orders are being taken 
for future delivery in fairly good 
volume. 

We quote from jobbers’ stocks, f.o.b 
Chicago: %-in. molded reel hose. good 
quality, 1314¢c.; \%-in. 3-ply good quality 
duck hose, 13%c.; %-in. 4-ply good quality 
duck hose, l6c.; %-in. 5-pby multiple hose, 


10\%e. 

Ice Skates.—Excellent business has 
been done in ice skates and orders are 
still coming in for later delivery. 








We quote from jobbers’ stocks, f.o.b 
Chicago: North Star aluminun ish racer 
or hockey for men and won . $9 pair; 
North Star nickel finish race: - hoe key for 
men or women, $10.25 pair ; * hey clamp 
rocker, steel runners. bright finish, 90c. 
pair; key clamp rocker, steel runners, 

$1.15 pair; key clamp hockey 


nickel finish, 
polished cast steel runners, $1.20 pair; key 
clamp hockey, carbon steel runners,, $1.60 
pair: half key clamp rockers for women 
and girls, $1.10 pair; half key clamp hockey 
for women and girls, $1.51 pair. 





Lawn Mowers.—New prices are out 
on lawn mowers and considerable spring 
delivery business is being booked at 
the new figures. 

Lanterns.—The season is favorable 
to the use of lanterns and increased 





84 
sales are being noted continually. 
Prices continue to hold up to a high 
level. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Monarch tin lanterns, hot blast, 


$9.50 per doz.; No. 2 Dietz cold blast lan- 
terns, $14.50 per doz.; with large founts, 
$16 per doz.; best tubular lanterns, $9.50 
per doz.; Competition lanterns, No. 6 tubu- 
lar, $7.80 per doz. 

Nuts and Bolts—The market price 
seems to be current and there is a rea- 


sonable demand. 


We quote from jobbers’ stocks,- f.0.b. 
Chicago: Large carriage bolts, 50-10 per 
cent off list; small carriage bolts, 60 per 


cent off list; large sized machine bolts, 60-5 
per cent off list; small machine bolts, 60-10 
per cent off list; all stove bolts, 75-10 per 
cent off list; all lag screws, 60 per cent off 
list. 

Nails.—Sales are steady and are in 
good volume. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Common wire nails, $3.65 per keg 
base. 


Paints and Oils.—Linseed oil con- 
tinues to grow stronger in price, while 
turpentine is also slightly higher. 
There have been no price chages in the 
other commodities. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Raw linseed oil in barrel lots, 78c. 
gal. ; in five barrel lots, 74c. gal. ; boiled lin- 
seed oil, 80c. per gal, in barrel lots; in five 
barrel lots, 76c. per gal.; strictly pure tur- 
pentine in barrels, 94c. per gal.; denatured 
alcohol in barrels, 48c. per gal.; strictly 
pure white lead, standard brands, in 100 lb. 
kegs, 12%c. per lb.; dry paste in barrels, 
6c. lb.; pure white shellac, $3.25 gal.; pure 
orange shellac, $3 gal.; English Venetian 
red, in barrels, $3.75 to $8.25 per 100 Ib. 

Roller Skates.—There has been good 
business in roller skates and sales are 
now being made for the Christmas 
trade. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Boys’ ball bearing roller skates, 
$1.85 pair; girls’ ball bearing roller skates, 
$1.95 pair; juvenile plain bearing with 
strap, 72c. pair; juvenile plain bearing with 
clamp, 80c. pair. 


Rope.—Prices on rope are the same 
as they were at last report, and there 
is a fair volume of sales. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Highest quality manila rope 
standard brands, 16%4c. to 17%c. lb. base; 
No. 2 manila rope, 15c. to 15%c. Ilb.; so- 
called hardware grade manila rope, 11%4c. 
lb.; No. 1 sisal rope, highest quality stand- 
ard brands, 12%4c. to 13%c. Ib. base; No. 
sisal rope, standard brands, llc. to 11%c. 
Jb. base. 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, Nov. 5. 

HELF hardware jobbers this week 
4s find considerable encouragement in 
the fact that some retail hardware 
dealers have anticipated at least a part 
of their holiday requirements in cut- 
lery. Such buying has by no means 
been active, but it practically is the 
first forward business placed in many 
weeks, and it is hoped additional book- 
ings will follow. For the general run 
of merchandise carried by the shelf 
hardware jobbers, the retail demand 
continues of a conservative character. 
In the aggregate, however, daily book- 
ings by the jobbers are satisfactory, all 
things considered, for the rank and 
file of retail dealers are doing a very 
good business. October wholesale sales 


compare favorably with those for cor- 
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Spades and Shovels.—Business has 
been satisfactory on these items with 
furnace scoops leading the sales at 
present. 

Stove Pipe.—Good demand is felt for 
stove pipes. Due to the rush of orders 
the supply has not been sufficient to 
care for the demand. There are no 
changes in prices. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 6-in., 31 gage, $10.50, 30 gage, 
$11.50; 28 gage, $13.70; 26 gage, $16.40; 
6-in. elbows, 30 gage, $1.25; 28 gage, $1.45; 
26 gage, $1.70 per doz 

Singletrees.—Prices are firm and de- 
mand is good. 


We quote from jobbers’ stocks, f.0.b. 
Chicago: 34-in, strap end varnished single- 
trees, $9 doz.; 48-in. doubletrees, $12 doz. ; 
40-in., neckyokes, $11.50 doz. 


Solder and Babbitt Metal.—There is 
no change in the price situation and 
the demand is not particularly large at 
this time. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Warranted 50-50 solder, $19 per 
100 lb.; medium 45-55 solder, $18 per 100 
lb.: tinners 40-60 solder, $17 per 100 Ib.; 
high speed babbitt metal, $18 per 100 Ib.; 
standard No. 4 babbitt metal, $7 per 100 lb. 


Sledges, Mauls and Wedges.—Job- 
bers’ stocks are in good condition and 
sales, particularly for lumber use, have 
been on the increase. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Striking and B. S. sledges, 5 to 16 
lb., $10 per 100 lb.; wood chopping mauls, 
5 to 8 lb., $13 per 100 lb.; common fluted 
wedges, 3 to 6 lb., $7.50 per 100 Ib. 


Sash Weights.—Sash weights are 
still moving in fair volume. There is 
no change in price, 


We quote from jobbers’ stocks, 
Chicago: Ton lots, $37.50 per ton; 
lots, $40 per ton; stock shipments, 
per ton. 


Steel Sheets.—Sales are good at this 
time and prices appear firm. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 28 gage galvanized sheets, $5.15 
per 100 lb.; 28 gage black sheets, $4.15 per 
100 Ib. 

Stove Boards.—There is a good de- 
mand for this material at unchanged 
prices. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Crystal wood lined square boards, 
26-in., $14.45 doz. ; 28-in., $16.95 doz.; 30-in., 
$19 doz.; Crystal paper lined stove boards, 
square, 26-in., $8.15 doz.; 28-in., $9.10 doz.; 
30-in., $10.80 doz. 


BOSTON. 


responding months in 1920 and 1919, 
both as regard number and value. No- 
vember has started well. 

Mill supply and heavy hardware 
houses in most instances report busi- 
ness as being slightly less active this 
week. In the closing days of October 
there was a considerable flurry in book- 
ings. Orders placed then include one 
by the Boston public school depart- 
ment, for general hardware supplies 
and 360 Stanley jack planes; by the 
Boston trade school department, for 
files; by the United States quarantine 
service, Gallup’s Island, Boston, for a 
large amount of miscellaneous hard- 
ware; by the local post office depart- 
ment, for 10,200 cap screws, 8,000 car- 
riage bolts, about 1,200 lbs., of. rivets 
and some files; and by the Boston & 
Maine Railroad Co., for machine bolts. 
Competition for such business was 


f.0.b. 
small 
$42.50 
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Sash Cord.—There has been some im- 
provement in the sales of sash cord, 


even at the advanced prices. There is 
no change at this report. 
We quote from jobbers’ stocks, f.»b. 


Chicago: No. 7 sash cord, standard bran 
$8.45 doz, hanks; No. 8 sash cord, stand. 
brands, $9.75 doz. hanks. 

Screws.—There is a normal volume 
of business in screws at continued high 
prices. 

We quote from _ jobbers’ 
Chicago: Flat head bright screws, 7714-2 
per cent off list; round head blued, 75 
per. cent off list flat head brass, 7214-20 
per cent off list; round head brass, 7()-20 
per cent off list japanned, 70-20 per cent 
off list. 

Toys.—A very good demand for toys 
has been felt recently. The leading 
jobber has just concluded a toy show at 
which the sales were highly satisfac- 
tory, and he is looking for continued 
fine business throughout the balance 
of the season. 


Wire Goods.—The announcement of 
new prices on black wire cloth is the 
important event in the market situation 
this week. The announced price is $2.10 
per 100 sq. ft. on 12 mesh black painted 
wire cloth, but due to unsettled condi- 
tions this price probably varies from 
$2.00 to $2.10 on actual purchases. 
Future business is being booked on 
poultry netting in very good volumes. 
Other wire prices are unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 8 black annealed wire, $3.35 
per 100 lb.; galvanized barbed wire. $4.30 
per 100 lb.; 12 mesh black painted wire 
cloth, $2 to $2.10 per 100 sq. ft.; poultry 
netting, 55 per cent off; galvanized after 
weaving, 50 per cent off; catch weight spool 
galvanized cattle wire, $4.30 per 100 Ib.; 
80 rod spool galvanized hog wire, $3.85 per 
spool; No. 8 galvanized plain wire, $3.85 
per 100 lb. 

Traps.—The trapping season is at 
hand and the fair prices, which are 
satisfactory to trappers and the plenti- 
ful supply of animals, are making for 
a good trap business. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 0 Victor, $1.71; No. 1 Victor, 
$2.01; No. 1 Victor Giant, $2.56; No. 1% 
Victor, $3.05; No. 0 Oneida Jump, $2.37; 
No. 1 Oneida Jump, $2.75; No. 1% Oneida 
Jump, $4.12; No. 0 Triumph, $1.71; No. 1 
Triumph, $2.01; No. 1% Triumph, $3.05; 
No. 115 X Triple Clutch, $3.25, 


Ss, 


d 


stocks, f.ob. 


keen, and some of it was placed at 
prices representing little if any profit 
to the jobber. 

In local hardware circles it was an- 
ticipated that November 1 would see a 
large number of price changes in man- 
ufacturers’ lists. Some changes are 
noted and, as usual, practically all of 
them are downward, but prices, from 
the manufacturers’ standpoint, evi- 
dently have reached a point where they 
cannot change very much, unless there 
is a further downward revision in labor 
and raw material costs. As to the lat- 
ter it is felt that prices are about as 
low as they can go. The only way the 
manufacturer can expect to pay less 
for his raw materials is through the 
medium of lower freight rates. While 
there is more or less talk of lower 
freight rates going the rounds, any 
concerted downward revision in carrier 
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tariffs does not appear likely in the 
near future. At least, it is believed 
here that the comparatively few price 
changes so far this month can be at- 
tributed to such conditions. 


Bolts and Nuts.—On the ordinary 
run of bolts and nuts the market ap- 
pears very firm, due largely to advices 
from mills. Consumption is increasing, 
but slowly, and there is considerable 
competition among wholesale houses 
for business. An exception is found in 
small, semi-finished hexagon nuts, on 
which some jobbing houses are allowing 
an extra 10 per cent discount in closing 
sizable orders. The Boston & Maine 
Railroad has not completed its pur- 
chases of machine bolts, but should do 
so next week. 


We quote from jobbers’ stocks: Machine 
bolts with H P nuts, % x 4-in., smaller and 
shorter cut threads, 60 per cent discount; 
larger and longer, 50, 10 and 5 per cent dis- 
count, with C nuts, 50 per cent 
discount; tap bolts, 10 per cent discount; 
common carriage bolts, small, 50 and 10 
per cent discount; large, 50 and 5 per cent 
discount; stove bolts, 50 and 10 per cent 
discount; bolt ends, 50, 10 and 5 rer cent 
discount; tire bolts, 60 per cent discount. 

Nuts, H P square, blanks, $2.50 per 100 
lb.; tapped, $2.25: C P C and T square, 
blank, $2.50; tapped, $2; semi-finished hexa- 
gon nuts, 9/l6-in. and smaller, 75 per cent 
discount; larger, 70 per cent discount; 
finished case hardened nuts, 60 and 10 per 
cent discount; machine screws, nuts, iron, 
list; machine screws, nuts, brass, 25 per 
cent discount. 


Bottles.—Local jobbers have cleaned 
up well on domestic made vacuum bot- 
tles since the manufacturers reduced 
prices. Competition in this line of 
merchandise continues to be keen. Re- 
tailers are buying conservatively. 


Bottles.—Thermos, brown _ steel cases, 
pints, $2.25 list; quarts, $3.50; corrugated 
nickel, pints, $3.50; quarts, $5; smooth 
nickel, pints, $4.25; quarts, $5.50; discount, 
25 and 10 per cent. Universal bottles, same 
price and same discount. Ferrostat, black 
finish, pints, $7.50; leather finish, $8.50; 
quarts, black finish, $10; leather finish, $11; 
2-qt., black finish, $15; leather finish, $16. 
Discount, 30 per cent. 

Jugs.—Ferrostat, qt. No. 404, Verde 
copper finish, $14 each, less 30 per cent dis- 
count. 


Clocks.—Additional American manu- 
facturers of clocks have placed stock 
in jobbers’ hands that can be sold to 
the retailer at 90 cents each in case 
lots of fifty, and at 98 cents in less 
than case lots. The demand for alarm 
clocks is increasing, but competition 
among jobbers is keen, and, as a re- 
sult, orders placed are scattered 
throughout the wholesale trade. 

We quote from jobbers’ stocks: 

Alarm.—Waterbury, Call, in less than 
dozen lots, $1.20 each; in dozen lots, $1.13; 
in cases of forty-eight, $1.09. Sleepmeter, 
less than dozen, $1.57; dozen, $1.53; case, 
$1.47. Lookout, less than dozen, $1.44; 
dozen, $1.39; case, $1.34; Bunkie, less than 
dozen, $2.22; dozen, $2 18; case, $2.14; Bingo, 
7, than dozen, $2.48; dozen, $2.48; case, 


Alarm.—Waterbury, Call, in less than 
dozen lots, $1.50; in dozen lots, $1.36: in 
cases containing fifty clocks, $1.29 each 
Vigilant, white dial, $1.88; radium dial, 
$2.56. Daybreak, $2.13. Turnout, radium 
dial, $2.19. Cyclone, $2.91. 

Alarm.—New Haven, Tattoo, $2.25 each; 
oval brass or silver plated, $2.90. 

Wood time clocks, $3 to $4.50 each. 


Cutlery.—For the first time jobbing 
house salesmen are beginning to turn 
in holiday orders for various kinds of 
cutlery, These orders to date are light 
in quantity, but cover a wide range of 
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goods, which suggests that the stocks 
of many retail houses are badly broken. 
There has been a noticeable increase in 
the demand for scissors and shears, 
especially the better kinds. At least 
one local jobbing house reports larger 
sales of pocket knives this year than 
ever before. The contrast, when con- 
ditions last year are taken into con 
sideration, is all the more marked. La: 
year, it will be recalled, most lines of 
cutlery were difficult to obtain owing 
to the oversold condition of the Amer- 
ican manufacturers. A Connecticut 
made line of putty knives has been re- 
duced 10 per, cent. 


Files.—The demand for files is con- 
fined largely to small numbers. When 
large orders make their appearance in 
the market, jobbers, in some cases, are 
inclined to shade prices slightly. 

We quote from jobbers’ stocks: 

Files.—Nicholson and Black Diamond, 50 
plus 10 per cent discount; Great Western, 
Arcade, Kearney & Foote and American, 
65, 10 and 5 per cent discount; X, F, 12% 
per cent discount. 

Rasps.—Heller, 75 per cent discount; 
Superior, etc., 80 per cent discount; Stokes, 
75 and 10 per cent discount. 

Fishing Tackle.— The new fishing 
tackle season, according to local job- 
bers, is not opening as well as antici- 
pated, notwithstanding the fact that 
retail stocks in a majority of instances 
are badly broken. Manufacturers, how- 
ever, say business is as good as could 
be expected, and in some lines even 
better. For instance, one manufacturer 
is rushed with orders in his fishing pole 
department, orders coming not only 
from many parts of this country, but 
from Canada, England and France. 


Footballs.—Buying of footballs has 
dwindled down to a filling in basis. In 
other words, retail dealers are ordering 
just enough of them to fill demands. 

We quote from jobbers’ stocks: Foot- 
balls, No. 930, $10.50 per doz.; No. 910, $15; 
No. 900S, $30; No. 900, $48. 

Bladders.—Extra bladders, $3.75 per doz. 

Galvanized Ware.—Contrary to gen- 
eral expectations, weakness has de- 
veloped in the market for most kinds 
of galvanized ware, and especially in 
pails and tubs. The lower prices are 
reported as not due to any slump in 
buying, but rather to an adjustment 
of manufacturing costs which have 
been passed on to the retail trade. 


We quote from jobbers’ stocks: 


Ash Cans.—Galvanized, No. 04118, $2.75 


each; No. 190, $4.50 each. 

Coal Hods.—Japanned, with wood han- 
dles, 15-in., $3.90 per doz.; 16-in.. $4.24; 17- 
in., $464; galvanized, with wood handles, 
15-in., $5.40; 16-in., $5.95; 17-in., $6.40; 18- 
in., $6.90. 

Pails.—EFight-qt., $2.28 per doz.; 10-qt., 
$2.52; 12-qt., $2.78: 14-qt., $3.12: heavier 


pails, 40 Ib. to the doz., $4.08; 50 Ib. to the 
doz., 


5.24. 


Tubs.—Galvanized, No. 200, $12 per 
doz.: No. 300, $13.25. 
Garbage Cans.—Galvanized, No. 1, $1.68 


per doz.; No. 2, $1.48; No. 4, $1.08. 
Glass.—There has been a _ further 
revision in quotations on window glass. 
Prices for single and double B have 
been split once more, the first three 
brackets now being quoted at 84 per 
cent discount, while above that the dis- 
count is 82 per cent. In single and 
double A a uniform discount prevails. 
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The demand for window glass continues 
active and local stocks small. 
We quote from jobbers’ stocks: 


Window glass, single A, all sizes, 81 per 
cent discount; single B, first three brackets, 


84 per cent discount, smaller, 82 per cent 
discount; double B, first three brackets, 86 
per cent discount, all above, 85 per cent 
discount; double A, all sizes, 82 per cent 
‘iscount, per box. Window glass by the 
sht, A and B quality, 80 and 10 per cent 
1iscount. 
Vitro-marble glass, 5/16-in., 80c. per sq. 
7/16-in., 90¢ 
Skylight glass: Rough or rolled, %-in. 
K, 18c. per sq. ft.; 3/16-in. thick, 22c. 
ber sq. ft.; M-in. thick, 28c. per sq. ft.; 
Wired glass, 35c. per sq. ft. 
Grinders.—There has been a notice- 
able increase in inquiries for hand 
bench grinders of late, but actual sales 
continue at a minimum. The inability 
of jobbing houses to close on orders is 


due to a wide difference of opinion re- 
garding prices. Local stocks are small, 
but apparently ample for all require- 
ments. 


Hacksaws.—The demand for hack- 
saws is perhaps a little better, but this 
is probably due to the activity of cer- 
tain wholesale houses to secure busi- 
ness at slight price concessions. 

We quote from jobbers’ stocks: Hack 
saws, one gross or more, 35 per cent dis- 
count. 

Hinges. — New prices have been 
named by local jobbers on the Arcade 
line of spring hinges. The No. 7 hinges 
now sell at $18 per gross, in gross lots. 


Hockey Sticks.—The season for 
hockey sticks is again open, with prices 
reasonable, and some fairly good orders 
are being placed with the wholesale 
trade here. 

We quote from jobbers’ stocks: 
selling numbers, boys’, $4 per doz.; 
$8 per doz. 

Hoists.—Quite an improvement is 
noted in the demand for all kinds and 
makes of chain hoists, and in quite a 
few instances a noticeable reduction in 
local stocks has been made. 


Popular 
men’s, 


Iron and Steel—The movement of 
iron and steel out of jobbers’ stocks 
shows no increase this week. In fact, 
the market, if anything, is slightly 
quieter, but prices are firmly main- 
tained, and according to the trade here, 
there is every reason to believe they 
will-continue so. Local stocks are not 
excessive, but they are fairly complete 
and prompt deliveries are being made 
on all orders placed. 

We quote from jobbers’ stocks: 


tron.—Refined, $2.81% per 100 as 
best refined iron, $4.25; Waymn $5.50; 
; 


base; 


Norway iron rounds. $5.50, base¢ 
Steel.—Soft steel bars, $2.81% per 100 Ib 
base; flat, $3.31%; concrete bars, pfhin, 
$2.8114; angles, channels and beams, $2.81%; 
tire steel, $4 to $4.4( ypen-hearth spring 
steel, $4.50; crucible spring steel, $11.50; 
steel bands, $3.46'4 to $3.73; steel hoops, 
$3.46%;: cold rolled steel, $3.75 to $4 Be 


toe calk steel, $5 

Quantity differentials, lots under 1000 Ib. 
of a size, 35c. per 100 Ib.; lots of 1000 Ib. to 
1999 Ib. of a size, l4c. 

Nails.—Advices from mills indicate 
an impending advance in quotations on 
at least some wire products. For this 
reason, the local market on wire nails 
is firmer, although not quotably higher. 
The demand is fairly good although less 
active than it was a fortnight ago. 








ren 
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Stocks here of both wire and cut nails 
are in fairly good condition. 


We quote from jobbers’ stocks: Wire 
nails, per keg from the store, $4 to $4.20 
base. f.o.b. Boston; cut nails, $4.50 per keg, 


base; galvanized cut nails, $8.30, base. Tre- 
mont schedule of extra same as heretofore. 


Revolvers.—A New England made 
line of revolvers has been reduced ap- 
proximately 10 per cent. The demand 
for all kinds of firearms is a little bet- 
ter, but there is still room for improve- 
ment in this respect. 

Roasting Pans.—The pre-Thanksgiv- 
ing demand for roasting pans has made 
its appearance. Sales are in each in- 
stance small, but the number is increas- 
ing each day. 

Screws.—As noted a week ago, the 
undertone of the market for wood 
screws is distinctly soft, and it is quite 
general practice now to offer flat head 
iron stock at an extra discount when 
large lots are concerned. The weakness 
of the market is a purely local affair 
and has no bearing whatever on the sit- 
uation insofar as the manufacturer is 
concerned. The market here also is 
weak on cap and set screws, the rank 
and file of the wholesale trade offering 
an extra 5 per cent discount regardless 
of the size of the order. The market 
today on both cap and set screws is 
lower than it has been for a number 
of years. A few retailers and large 


Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, Nov. 7. 

rMHE last week in October was a 

quiet one in the heavy iron and 
steel trades. Just what is the reason 
for the slowing down is not clearly ap- 
parent at this writing, but the gener- 
ally ascribed reason is the expectation 
that railroad freight rates are going to 
be materially reduced in the near fu- 
ture, and consumers are naturally wait- 
ing for this reduction to get the benefit 
of the lower delivered prices on their 
purchases that it will give them. An- 
other reason is that jobbers and con- 
sumers have been buying pretty freely 
of late in most of the finished steel 
products, such as wire products, sheets, 
tin plate and other products, and are 
no doubt well filled up for some time 
ahead. There is no special alarm over 
this quieting down in the iron and steel 
trades, but at the same time it may’ last 
into the new year. It is the experience 
of the steel trade that business always 
falls off toward the close of the year, 
due to inventory period and other 
causes, and this year will not be any 
exception to the general rule. Opera- 
tions of steeel mills and blast furnaces 
are now close to a 50 per cent basis, 
against less than 25 per cent in July, 
so that there is no special cause for 
complaint. 

There were no reductions in prices 
on the heavy iron and steel products in 
the past week, but here and there slight 
weaknesses have developed on some 
lines, notably in sheets and tin plate, 
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users are taking advantage of this fact 
to lay in good stocks. 


We quote from jobbers’ lists: , 

Wood Screws.—Iron, bright, flat, 77% per 
cent discount to 77%, 20 and 5 per cent 
discount; round and oval, 75 per cent, 
fillister, 75 per cent; blued, flat, add 5 per 
cent, 77% per cent discount; round, 75 per 
cent; japanned, flat, 70 per cent discount; 
round, 671%4 per cent; tinned, flat, 624% per 
cent discount; round, 60 per cent; galvan- 
ized, flat, 62% per cent discount; round, 


-60 per cent; coppered, flat, $72% per cent 


discount; round, 70 per cent; bronze plated, 
round and flat; nickel plated, round and 
flat; silver plated, round and flat and brass 
plated, round and flat, all 65 per cent dis- 


count. 7 

Wood Screws.—Brass, bright, flat, 72% 
per cent discount; round and oval, 70 per 
cent. Nickel plated, flat, 65 per cent dis- 
count; round; 65 per cent discount. 

Wood Screws.—Bronze metal, plain, 
brown, 67% per cent discount; round and 
oval, 65 per cent. 

Machine Screws, Etc.—Coach screws, 50 
and 10 per cent discount; set screws, in- 
cluding headless, 65 and 10 per cent dis- 
count; cap screws, square and hexagon, 65 
per cent discount; fillister, 40 and 10 per 
cent discount; flat, 30 per cent discount; 
button head, 20 per cent discount; lag 
screws, 50 per cent discount: iron machine 
screws, flat and round head, 70 per cent 
discount; fillister, 45 per cent discount; 
flat and round head brass, 40 per cent dis- 
count; fillister, 35 per cent discount. 


Skates.—The demand for both ice 
and roller skates is disappointing, ac- 
cording to the jobbers. Retail stocks 
are said to be large enough for pres- 
ent requirements at least, and the ten- 
dency among the trade is to hold off 
placing further business as ‘long as 
possible. 


PITTSBURGH 


while in wire products there is also 
some weakness. It will be recalled that 
on September 12 last there was an ad- 
vance of 15 cents per keg on wire nails 
and $2 per ton on wire. However, cus- 
tomers were given the chance to place 
orders ahead at the old prices, so that 
the new purchases of nails and wire at 
the advanced prices have not been 
heavy. In fact, it was only last week 
that one of the largest independent 
makers of nails and wire put into ef- 
fect the advance that was made by the 
other mills in September. 

On the heavier steel products such as 
plates, shapes and bars, the market is 
none too strong, but no specially large 
orders are coming out, so that a real 
test of actual market prices on these 
products is not being made. 

Those who are well-posted on steel 
trade matters, say they do not expect 
much change in the present general sit- 
uation until after the first of the new 
year. 

The one spot in the local hardware 
trade that stands out more brightly 
than any other, is the great improve- 
ment in the building situation in this 
district. It is a fact that business men 
coming to Pittsburgh from other cities 
say there is more activity in the local 
building trade than in any other city 
they visit. Hundreds of medium priced 
dwellings are under way here, and 
there are also some large and costly 
structures going up, with others in 
prospect that are likely to be awarded 
in the near future. A few leading ar- 
chitects report they are running up 
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Shaving Accessories.—Two or three 
numbers of Rubberset shaving brushes 
have been reduced approximately i 
per cent, but the general line is quoted 
as heretofore. A revision of prices has 
been made in the Colgate line of soaps. 

Watches.—The Waterbury Clock Co., 
Waterbury, Conn., which has been mak- 
ing Ingersoll watches for some time, is 
putting out a new line of watches on 
the market similar in design to the 
Ingersoll. This line will job out at 
around $1.10 each. While the demand 
for low-priced watches is far from 
brisk, it is considearbly better than it 
was. 

We quote from jobbers’ stocks: Watches, 
Ingersoll, plain dial models, $1.15 to $2.50 
each; radiolite models, $1.75 to $3.65 each: 
jeweled models, $3.15 to $6.65 each; Leonard 
watches, $1.10 each; motor watches, $1.19 
each. 

Wire Cloth.—The local market on 
wire cloth has been revised, as a result, 
it is said, of the fairly recent adjust- 
ment of mill prices on wire products in 
general. 

We quote from jobbers’ stocks: Wire 
cloth, black, 12-mesh, factory shipments, 
$2.10 per sq. ft., f.o.b. Pittsburgh; store 
shipments, $2.25 per 100 sq. ft., f.o.b. Bos- 
ton. Bronze, 14-mesh, 7c. per sq. ft., f.o.b. 
factory, and 7%6c. per sq. ft. from store. 

Zin¢.—The market on sheet zinc is 
1 cent per lb. lower, it now being quoted 
at 11 cents base. 


against a shortage in draftsmen, and 
are advertising in the daily papers for 
men. This is indeed a marked change 
in building conditions over those that 
existed here only a month or two ago. 

The hardware trade is moving along 
in a fairly satisfactory way, the vol- 
ume of business in October showing 
small gains over September. This 
month is expected to show a large in- 
crease over last month, as sales of holi- 
day goods are expected to be liberal, 
and sales of heating appliances both for 
natural gas and electricity will no doubt 
be heavy. Already some of the retail 
stores report sales of heating appli- 
ances beyond their expectations, and 
there has been very little chilly weather 
as yet. Hunting goods are also mov- 
ing out freely, and sales so far are 
larger than at this time last year. 
Dealers report that sales of hunting 
goods are largely of the higher priced 
types. 

On election day, November 8, voters 
of Pittsburgh will vote on a proposed 
bond issue of $27,000,000 to be used in 
making public improvements such as 
the building of bridges, new roads and 
for other purposes. At this writing, 
the result of the vote is not known, but 
there seems to be no doubt but that 
the bond issue will go through, and if 
this proves to be the case, much of this 
new work will be started very «oon, 
and will add much to the building activ- 
ity that already exists here. 

Hardware price changes in the past 
week were unimportant, the leading 
change being a reduction of 20 per cent 
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on cord tires, 10 per cent on fabric and 
10 per cent on truck tires, announced 
by the Firestone people, which lead will 
no doubt be followed by all the leading 
tire makers. This cut in tires was fore- 
casted in our report last week. A heavy 
cut in prices on some of the standard 
makes of cars is looked for in a short 
time. 


On November 3 the American Sheet 
& Tin Plate Go., Pittsburgh, made a 
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a reduction of 20 per cent in cord tires, 
10 per cent in fabrics and 10 per cent 
in truck tires. The other leading tire 
companies will make the same reduc- 
tions, if they have not already done so, 
New demand for tire chains is fairly 
active, but for other accessories 

comparatively quiet. Prices all along 
the line are weak, and the general ex- 
pectation is that lower prices on many 
accessories are coming in the near 
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double bitted axes, handled, $26.50 per doz.; 
unhandled, $22.50 per doz.; second grade 
axes, single bitted, handled, $19 per doz.; 
unhandled, $16 per doz.; doub itted, han- 
dled, $24 per doz.; unhandled, $21 per doz. 

Bolts, Nuts and Rivets.—Some slight 
increase in demand is reported in the 
past week, and the tone of prices is a 
little stronger. Local makers are not 
disposed to cut prices, preferring to lose 
the order, rather than sell their product 
ita loss. Discounts on fairly large lots 


. : : 3 rs quote fro tocks, f. Wi 
reduction of $10 per ton on its official gay en _— bo bP sea ’ 
price on tin plate, or from $5.25 to ~~" g ‘ , ~ vege Some he 3 3s, Maser and 
. te z 992: No 9 ‘ sads, 65- ver cent; 
$4.75 per base box, f.o.b. Pittsburgh. ,,,Rellance jacks, } ge ee cut threads, 65-10 per cent; larger or 
Other leading makers of tin plate will in lots up to 10, and 58c. in lots of from es SS ee be Ra nrtoag ag = 
undoubtedly take similar action. 10 to 100, Derf spark plugs, 96c. each for shorter and smaller, rolled thread, 70-10-5 
all sizes, in lots less than 50; Champion X, per cent: « mo f Nee 
‘ iti Effective N ber 1, 20¢: each for less than 100 and 48c. each jonger than ut, bg oer oes larger or 
mmunition.—Eifective November 1, for over 100; Champion regular, 58c. each Machine boits with G. PLC & T. hats, Se ¢ 
rabbits are in season in this state, and for less than 100, all sizes, and 56c. each for 4-in., shorter and smaller. “Ghek per pF 
already hunters are out in force. Deal- °Y* 100. - _ larger or Jonger than % x 4-in., 65 per 
ers report a good demand for hunting Axes.—There is more activity than emt. Lag screws (cone or gimlet_point), 


70-10 per cent. 


0 Bolt ends with H. P. nuts, 
65-10-5 per cent 


there has been for some time. The Blank bolts, 65-10-5 per 


supplies, and on some lines have sent 























* . s cent. Tap bolts, 40-10 per cs 
in repeat orders. lumber business is more active, and pressed square and he agen — saan 
. ; this is reflected in a better demand for $5.50 off list; tapped, $5 off list. Cold 
Automobile Accessories.— The pre- axes. Prices are firm but without defi- ee FF sqeare and he agen nuts, 
diction made in this report last week nite change. Jobbers quote from stock Semi-finished hexagon nuts 9 16:8. antl 
that a reduction was coming in tires as follows: smaller, 80-10-5 per cent; ‘-in. and larger 
* “ae ‘ 70-10-10-10 per cent. Case hardenec eo 
and tubes, has been verified, the Fire First grade single bitted axes, handled, gon nuts, 75-7% per cent Rive ros Fw 
stone Tire & Rubber Co., having made $21 per doz.; unhandled, $17 per doz.; diameter and smaller, 70-10-5 pe r cent. 
. 
Current Metal Prices—Nov. 10, 1921 
Iron and Soft Steel Bars Bow Annealed—Black Tin Plates Babbitt Metal 
and Shapes Soft Steel Bright Tin Best grade, per Ib........ +. 809 
Bars: Per Ib. of 2. Tent fee 7. ort Commercial grade, per Ib.....40¢ 
Refined Iron, base price.. 2.78¢ ae ie Sige ones Charcoal Charcoal Grade D, per Ib.......ceeeees 85¢ 
Swedish Bars, base price. .10.00¢ Per lb, —_— Per Ib. 14x20 14x20 
Nos. 18 and 20..3.80 to 4.05@.... Antimony 
Soft Steel: Nos. 22 and 24.3.85 to 4.10@4.50¢ aces set $10.75 $ 9.25 DME einiucqesawens 6% @6%¢ 
% to 1% in. round, and 2.78 Mai GEE cs ccna 3.90 to 4.15@4.55¢ > Mireoccces 12.00 10.75 
BQUAFE .ccccrcccccerees 2 I0¢ a aan 4.00 to 4.25@4.65¢ a 13.75 12.95 Aluminum 
Bands, 1% to 6 x 3/16 to No. 30..........4.25 to 4.50@.... IXXX ....-ee- 15.50 14.00 No. 1 aluminum (guaranteed 
No. 8 (base price)...... 3.43¢ No. 28, 86 in. wide, 10¢ IXXXX_ .... sees 17.00 15.75 over 99 per cent pure), in 
Hoops (base price)......-. 3.88¢ higher, Coke—14 @ 20 —_ for remelting, a 
. 29@31¢ 
Primes Wasters 
Beams and Channels, Angles Galvanteed Per Ib. 80 Ib : 
ve > ’ fr. ORM cnicece $6.80 $ 6.55 Old Metal 
ae tee 4.10@4.35¢ 90 Ib 390 pe Metals 
8 in. x % in. and larger, No. 16 ae ee = — The market continues quiet with 
” Won wewseeveecarees 2.88¢ ae ae SR Re gee > ptteedp pai ee 7.00 6.75 & tendency to hold stocks for & bse 
Channels, Angles and Tees Nos. 18 and 20....... 4.40@4.65¢ Ic , 7.15 6.90 prices. Dealers’ buying prices are 
under 8 in. x % im....... 2.78¢ Nos. 22 and 24........4.55@4.80¢ Ix 8.15 7.90 as follows: 
is Ro ee wace wade 4.70@4.95¢ IXx 9.15 8.90 Cents 
eecet BR, BF as cetucnsevsss — rere 10.15 9.90 iy. 
Merchant Stee NO? FO ccccicccvovecs 5.00@5.25¢ IXXXX ........ 11.18 10.90 opp ible. $10.25 
Per Ib. a OP iiwicns . 5.50@5.75¢ Copp and © 9.69 
Tire, 1% x % in. and larger. 2.75¢ No. 28, 36 in. wide, 20¢ higher Copy s 8.00 
Smooth finish, 1 x 2% as Terne Plates Rrass, heavy 5.00 
x 4 in. and larger...... 2.95¢ 8-1b. Coating 14 # 20 Brass, light ‘ 
. ’ 
Tre calk % x % In. and : Steel Wire 106 Wiessiccawss .$ 7.50 Reavy macl 7 
Cy <> ne Ade re ) 1 TTS “Na 2% mS ‘ 
Oold-rolled strip (soft ay sailed oir ib. aan T 8.00 No. 1 red brass 
and quarter hard) .6.25¢ to 7.25¢ Y be o0e¢ a hid ie hal aaa pret 
Open-hearth spring stee! Bright Basie ...--- + + 4.006 Firedoor Stock ....--. 10.50 tion turnings 
-25@6.00¢ Annealed Soft 4.00¢ Lead 
®defting and Screw Stock: Galvanized Annealed 1.75¢ Tin 
OES Copper Basic t.H0¢ trate} i 2.2 
Sovusres, fate and rinned Soft Bessemer 6.00¢ a 40¢ 
_ err T TT LETTE TL aT 1.8¢ Bar S@ 10 Welded Pipe 
Mpniacd cust steel, base 4 qog Brann Sheet, Rod, Tube and Copper meme 
Best cast steel..........4- 17.00¢ Wire Lake Ingot . 15% Bik. Gel 
Extra best cast steel....... 22.00¢ High Brass Sheet....16% @19\¢ Electrolytic ; ..15%¢ % i 5-4 
Iligh Krass Wire 17%, @21%¢ Casting 5e¢ ; - 
T k Plat Ss 1 Brass Rod 141, @20%¢ = 
—_ — we Ib Brass Tube, Brazed 27% @31 We Spelter and Sheet Zinc min 
% tr “at \ ‘nene Erase Tube, Seamless.19 @20%¢ Western spelter . QuK%@7 Lay ; P 2 
. aa ial = Copper Tube, Seamless20 ty @22% ¢ Sheet sinc, No. 9 base, casks, . in 
11%¢ open 12¢ . 
Wrought Iron 
Sheets Copper Sheets 
‘ ad Solder 
Blue Annealed Sheet Copper, hot rolled 24 os. —— be. ene 
20% to 28%¢ per Ib, base, American pig lead pm GCNE , aol aarge 
: ’ > % itn Rutt 2 18 
No, 10. seccceccoevecevcees 8.58¢ Oold rolled, 14 os. and heavter, Rar lead .......- 6\ @ie = @ in. | ew 
Me 19. .0606 a oReceahueekue? B.58¢ 2¢ per Ib. advance over hot rolled Solder % and % guaranteed..21%¢ 2 in. Lap ‘ 0 
We 26. vSesinds Kase viaveves 8.02¢ No. 1 solder... 19%¢ 2%-6 in. Lap . 
Me 20. oncexckaécensepes\! 8.738¢ *Regular extras for lighter gages. Refined solder 16¢ 7-12 in. Lap 23 ‘ 
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Rivets, %-in. diameter and larger, button 
head structural, $2.40 per 100 lb. base, 
cone head boiler, $2.50 per 100 lb. base. 

Builders’ Hardware.—Trade is much 
better than at any time this year. 
Labor troubles have about disappeared, 
more new building is going on in the 
Pittsburgh district than at any time 
since before the war, and this is re- 
flected in a heavier demand for all 
kinds of goods sold by the hardware 
man that enter into new building con- 
struction. Prices on the main items of 
builders hardware are low, and until 
there are lower prices on steel bars, 
are not likely to be any cheaper. Deal- 
ers are carrying larger stocks of build- 
ers’ hardware now than for many 
months. 


Churns.—Two leading makers have 
reduced prices on barre! churns about 
10 to 15 per cent. Demand is reported 
fairly good. 


Iron and Steel Bars.—The new de- 
mand is only fair, and is still mostly 
for small lots to cover current needs. 
The price of soft steel bars in large lots 
is supposed to be 1.60 cents at mill, but 
if any real desirable business was com- 
ing out, as low as 1.50 cents could easily 
be done. 

For small lots, jobbers quote from stock 
about as follows: Steel bars from stock at 
2.10c. to 2.25c. and common iron bars at 
about 2.75c. to 3c. for fair sized lots. 

Oil Heaters.—Trade in these goods 
is fairly active, while gas and electric 
heaters are moving quite freely, espe- 
cially the latter. Electric appliances 
of all kinds are steadily coming into 
greater favor, and local dealers are 
stocking up on these goods in antici- 
pation of a heavy demand for the holi- 
days. New electrical goods are being 
put on the market, and are being sold 
by the trade at prices that quickly in- 
duce buyers to place their orders. 


Paints and Supplies.—The favorable 
weather that has prevailed over the 
past month has allowed outdoor work 
to go on, and as a result, the demand 
for paint has kept up better than usual 
for this time of year. The spurt in 


Office of HARDWARE AGE, 
604 Mercantile Library Bldg., 
Cincinnati, Nov. 5. 
HE month of October was one of the 
best this year, so far as the hard- 
ware trade in this district is concerned. 
Leading jobbers report that the total 
for the month was very much in ex- 
cess of the same period last year, and 
dealers also report a better volume of 
business. Winter goods are having the 
eall right now, and orders from deal- 
ers are steadily increasing in size, al- 
though there is no indication of buying 
for other than immediate needs. This 
policy of buying only when absolutely 
necessary, seems to be firmly estab- 
lished among local dealers. 
There is nothing of exceptional in- 
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new buildings here is also helping the 
demand. One leading paint house re- 
ports that it sold more paint and paint- 
ers’ supplies in October than in any 
same month in its history. Prices are 
holding fairly firm, but being consider- 
ably shaded on window glass. It is 
likely that business will soon show a 
falling off. 

Jobbers are now quoting the smaller trade 
as follows: Ready mixed paint, $3.25 per 
gal.; standard grade linseed oil, 86c. per 
gal., and white lead, $11.50 per 100 lb. * 

Stueco 4-in. brushes remain at $4 each at 
retail; putty is now quoted at $1 for 124o- 


lb.; $1.90 for 25-lb.; sandpaper remains at 
30-10 per cent off list; prices on shellac are 
lower, the cheaper grades being quoted at 


$2.75 per gal.; medium grades, $3.25 and the 
higher grades, $3.75 per gal. No changes 
were made in plate and window glass. 

Plate glass, less than 5 sq. ft., is 78 per 
cent off: over 5 sq. ft., 80 per cent off. 
Window glass, single strength, A and B, 
is 82 per cent off list; double strength, A, is 
83 per cent off, and double strength, b, 85 
per cent off list. Standard grades of var- 
nish, inside finish, are $3.15 per gal., and 
for outside finish, $4.20 per gal. 

Poultry Netting.—This material is 
moving out quite freely at prices named 
several weeks ago by the makers, and 
which are about 15 per cent lower than 
this year. 

Discounts in small lots are 50 per cent 
off for galvanized after weaving, and 50 
and 10 per cent for galvanized before weav- 
ing. Somewhat lower prices are named for 
large lots. 

Sheets.—The new demand has fallen 
off some, as buyers covered ahead for 
some time prior to the recent advance 
of $5 per ton made by some mills re- 
cently. The quantity of sheets sold at 
this advance has been relatively small. 
In fact, there has been some shading in 
prices on sheets lately, probably not 
over $2 per ton. Jobbers quote from 
stock in small lots as follows: 

Blue annealed sheets, 2.75¢c to 3c.: Noe 
28 gage Bessemer black sheets, 3.25c. to 
3.50c., and No. 28 gage galvanized, 4.25c. 
to 4.50c. in small lots from store. Prices 
se depend largely on the size of the 
order. 


Wire Cloth.—Makers of wire cloth 
have named prices for next year, 
which are about 15 per cent lower than 
last year, or about 15 cents per 100 sq. 
ft. Jobbers will pass this reduction on 
to their customers, but have not yet 
named their prices. 
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terest to report. There have been few 
price changes during the past fortnight, 
but it is expected that before the first 
of the year some adjustments will be 
made. It was thought that following 
the convention at Atlantic City, some 
announcement would be made regard- 
ing prices on numerous articles, but as 
yet no information has come through 
as to what may be expected along this 
line. 

Perhaps the most encouraging fea- 
ture of business is the increased de- 
mand for factory and mill supplies. 
Jobbers catering to this trade report 
that their business during the month 
of October was about 25 per cent bet- 
ter than any previous month this year, 
and the indications are that November 
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Wire Products.—It is rumored that 
the American Steel & Wire Co. will 
soon announce an advance of 15 cents 
per keg on wire nails, and about $2 per 
ton on wire. The company is advising 
its customers to cover as far ahead as 
they can at present prices. The amount 
of wire and wire nails sold at the ad- 
vanced prices of September 12 last has 
not been heavy, and some in the trade 
are inclined to doubt whether another 
advance in prices is justified at this 
time. Prices being. quoted by jobbers 
in small lots from stock are as follows: 

Wire nails, $3.25 base per keg; galvan- 
ized, 1 in. and longer, including large-head 
barbed roofing nails, taking an advance 
over this price of $1.25, and shorter than 1 
in., $1.75; bright Bessemer and basic wire, 
$2.85 per 100 lb.; annealed fence wire, Nos. 
6 to 9, $2.85; galvanized wire, $3.45; galvan- 
ized barbed wire, $3.85; galvanized fence 
staples, $3.85; painted barbed wire, $3.35; 
polished fence staples, $3.25; cement-coated 
nails, per count keg, $2.80; these prices 
being subject to the usual advance for the 
smaller trade. all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 60 days, 
net, less 2 per cent off for cash in 10 days. 
Discounts on woven-wire fencing are 68 to 
70% per cent off list for carload lots, 67 to 
69% per cent for 1000-rod lots, and 66 to 
68% per cent for small lots, f.o.b. Pitts- 
burgh. 

Wrought Pipe.—Conditions in the 
pipe and tube trade are better than for 
some time. Demand for line pipe is 
better, owing to the revival in the oil 
trade, especially from some newly de- 
veloped oil territory in Texas. The de- 
mand for butt weld sizes, used in new 
building construction, is also better 
than for some months. Mills are oper- 
ating at close to 50 per cent of capacity. 
Prices are only fairly strong, some 
cutting being done on certain sizes of 
butt and lap weld iron and steel pipe. 


Jobbers’ discounts on steel pipe in small 
lots are as follows: 


Se re ae a RR $2 

RS AR reer 2.86 oe 
SE ee eens eo ie ies 2.86 $4.56 
SSP eee eee eee es 3.54 4.92 
ere ee pron 4.25 ».70 
a Se eee eee 5 82 817 
Dee. (6:cs Cab Reea nen aues 7.93 10.91 
RS ot roe oe 12.87 17.58 
BEE SiteeorsesewEsar ees 20.30 ai 


“The above prices are all f. o. b. 
Pittsburgh. 


will show a further percentage of in- 
crease. This indicates a healthy re- 
turn to activity on the part of manu- 
facturing concerns, the pattern mak- 
ing industry in particular being heavy 
purchasers of supplies. 

Aluminum Ware.—Holiday orders 
are coming in nicely, and dealers’ sales 
also are showing some improvement. 
There have been no further price 
changes and none are expected in the 
immediate future. 

Automobile Accessories.—Winter ac- 
cessories are moving extremely well. 
The demand for weed chains, radiator 
covers and anti-freeze solutions is 
heavy at the present time and the in- 
dications are that business along these 
lines will be very good for some time. 
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Paint Material Prices as Quoted in New York—November 10, 1921 











Animal, Fish and Vege- Neatsfoot pure gal...... 92@ — White Seal ..... --11 @11y% Spirits of Turpentine, 
rong Oila— m 5 &. + os 72@ — Dry Colors Per gal., yard basis 
Linseed, w, carload 08. casks, 
UE, SE ns raenee spot per Ib.........- . T@T% Per Ib. ama in Oil 
City, 5-bbl. lots, gal... Soya Bean, bbl., Ib..... - 9@9% . Black, Carbon Gas... .10%@20 Coach black ...... 25 — -20 
Out-of-town, 5 bbl. lots a. One...) Rae in Japan 24 — .80 
and over, gal......... Whiting in Cwt. Black, Ivory 15 4 Drop black 25 — -30 
Commercial .........-- $1.15@1.20 Ea Lampblack 30 —  .88 
Bolled, 2¢ per gal. advance on Raw. = Gilders ... 2... se 1:20@1.25 saya a '%4@14 BLUB:— 
Lard, eity, Steam... . 9%@ 9% Me GG io viacvene as 1.30@1.35 meee fn al » @a— CEE 4 6neccax ene .70 — 4 
a“ : , a— Cobalt, imitation 45— J 
COGEEES Severe ces 11% @11% Glues Blue, Soluble ...... @a— DOORS ccuscacade .70— 80 
Neutral ............ 18%@ .— — 20@ .22 = Ultramarine . @35 Ultramarine BO == ‘ccc 
Cotton seed, Hide, ib. 2... ccc llll]) 26@ (28 ee - ieee Bia 9+ oo BROWN :— 
Bleachabl 7 Foot, 1b 15@ — Brown, American, Burat 3%4@ 4 Sienna, Italian, burnt. 
eACHADIE .. see eeceeeeeeeees % a ag Gicane.. sella. or raw, best grades .32 — .86 
Yellow Summer, Prime, urnt an owdered. 6% @15 Umber, Turkey, burnt 
We Maa ee kkeweoks 9@ 9% Diamona + goes Shellac iti ins Turkey, Umber ....... @é or raw, best grades .27 — cee 
Cree Oh WR oc.c 50,008 bad Reece 7 Cc Garmete seers '58@ — Veeame brown, gen- eitiaes 
Tallow, acidless, gal... 82@ — Buatto cans 56@ — Green. Chrome Chemi- Bawnans Se%s : ees 
Kala. ” teieon . nominal cally Pure, Ib....... 39 @— GREEN : pp 
Menhaden T. N. : 6@ — Grinders cians: 14 @15 Chrome, C. P...-.. 50 — 453 
Crude, in bble......... .29@ — v.s. 0. 30@ — Common ............ 13% @— com., 25% pigment. 25 — wee 
ight pressed, gal..... 422@. Bone Dry ..... 78@ — RED:— 
Lig pressed, ga @ .44 Orange, Fine .. 6s@ — Paris Green, Bulk BOGIAS sc vasccavtees .28 — 80 
Cina, Cote, WA. Orange, Superfine. al wate 73@ — Arsenic tenes ee eeees 22 @23 ~— bay 100 Ib. 11. 5 — —$14. 50 
Re Fes PE Dice's - 9% @9% White and Red Lead, Ete. = Carmine, No. 4", 4.25@4.50 Tucan -.. .32 35 
od, Domestic, Prime.. .39@ .40 Cents per lb. Indian Red, Standard..12 @14 bald 15 — 16 
Newfoundland, in bbl.. .40@ .42 White Lead, Dry.......7%4@7% = Rose Pink ........... = eS Whe aan ko ott 200 
Corn, Refined bbl. Ib. 114%@11% Zine Tascam Red ...-++... 1 O27 es ..c....--... OS Oe 
Crude bbl., per Ib..... 10@10% Oxide, Selected, per lb. T%@ 8% Natural Red Oxide....10 @14 YELLOW :— 
Olive. denatured, bbi. Mal @sGh ...ccccevces R%@ 9% Vermillion, English ....70 @75 Chrome ...... 34— .86 
WF WE saveresiuss $1.15@1.20 Green Seal ........... 9% @10% Yellow, Chrome ...... 18 @21 Ochre, French 14— 








Some slight changes have been made in 
prices, including an advance of 5 cents 
per gallon in the price of alcohol. As a 
general thing, however, ‘prices are un- 
changed. 


Jobbers omega Frost-King radiator and 
engine covers, 33% off; Arctic, 33% off; 
“Extra Special,” for Fords only, $2 each. 
Weed auto skid chains, in 12-pair lots, 25 
per cent off; Rid-O-Skid tire chains, 25 per 
cent off. 


Builders’ Hardware.—The demand 
for builders’ hardware has fallen off 
somewhat since the last report, but a 
fair volume of business is still being 
done. The wage situation in the build- 
ing trades is somewhat uncertain at the 
present time, as the recently made re- 
port of the arbitrator has not been 
ratified by either the employers or the 
trades unions. It is expected, however, 
that the report will be accepted and the 
new scale go into effect on November 8. 
The new scale will have the effect of 
stabilizing conditions in the industry 
and will likely give a healthy stimulus 
to the building of new homes. 


Bolts and Nuts.—Steady improve- 
ment is noticed in the demand for bolts 
and nuts. This is coming particularly 
from the manufacturing trade. Mill 
supply men report their business dur- 
ing the month of October as fully 25 
per cent greater than for any similar 
period this year. The indications are 
that November will exceed October in 
the volume of business placed. No 
price changes have been made recently 
and jobbers continue to quote as fol- 
lows: 

Machine bolts, small sizes, 70 off; large 
sizes, 65 off. Carriage bolts, small sizes, 60 
off; large sizes, 50 and 10 off. Stove bolts, 
80 off; semi-finished nuts, small sizes, 80 
and 10 off; large sizes, 75 and 10 off. 

Bottles.—There is a fair demand for 
hot water bottles and lunch kits. Some 
slight rearrangement in prices has re- 
cently been made and these have been 
passed along to the trade by the job- 
bers. The list price on Icy-Hot pint 


bottles is now $1.50, and on quarts, 
$1.50. The customary discount allowed 
by jobbers is 33 1/3 per cent. 


Cotters.—A reduction has been made 
in the price of cotters and these are now 
quoted by jobbers at 90, 30 and 5 off. 


Drills.—Steady improvement in the 
demand for drills is reported. No price 
changes have been announced recently. 


Jobbers quote: Carbon drills, 50 and 5 
off. High speed drills, 10 and 5 off. 


Eaves Trough and Conductor Pipe.— 
Jobbers report a heavy demand for 
these items. It was expected that an 
advance in prices would shortly be an- 
nounced but at the present time this 
does not seem probable. 

Jobbers quote:, 28 gage, 5-in. eaves 
trough, $4.75 per 100 ft.; 28 gage, 3 in. 
corrugated conductor pipe, $4.75 per 100 ft.; 
3 in. corrugated conductor elbows, $1.73 
per doz. 


Files——There is a slight improved 
demand for files, coming mostly from 
the metal working trades. No further 
price changes have been made. 

Jobbers quote all makes of files at 60 and 
10 off. 

Galvanized Ware.—There has been 
some activity in galvanized ware dur- 
ing the past week. Coal hods and gar- 
bage cans were the leading sellers. 


Prices are firm at the recent quotations, 


as follows: Galvanized oil cans, 1 gal., 
$3.30 per doz.; 2 gal., $5.20 per doz.; 5 gal., 
$9 per doz. ; galvanized pails, 10 qt., $2.25 
per doz. ; 12 qt., $2.50 per doz.; 14 qt., $2.85 
per doz.; 16 qt., $3.25; galvanized tubs, 
No. 0, $5.25 per doz.; No. 1, $6; No. 2, 


$6.25; No. 3, $8.45. 


Hack Saw Blades.—Another reduc- 
tion in hack saw blades has been made 
by local jobbers who now quote 40 off. 


Nails.—There is a fair demand for 
nails and jobbers’ stocks are in good 
shape to take care of it. Common wire 
nails are still quoted at $3.25 per keg, 


base, but it is anticipated that this price 
will shortly be advanced. 


Paints and Oils.—Business is fair, 
according to dealers, but jobbers report 
a falling off in the number and size of 
orders placed. The market on turpen- 
tine and linseed oil is fairly steady 
and prices are more firm than they have 
been for some time. 


Jobbers quote: Ready-mixed house paints, 
$2.60 per gal.; linseed oil, in carload lots, 
72c. per gal.; turpentine, 74c. per gal; 
white and red lead, 13c. per Ib. 


Rivets—Jobbers report a_ slightly 
improved demand for rivets. No price 
changes have been made recently and 
all sizes are still quoted at 65 and 10 off. 


Rope.—The demand continues fairly 
good. No further price changes have 
been made, but rumors of a slight ad- 
vance are current. 


Jobbers quote: Manila rope, 16')c. per 
lb.; sisal, 10%c. per Ib. 
Roofing Paper—The demand is 


heavy at the present time according to 
some jobbers. This is probably due to 
preparations for winter -weather. No 
further price changes are reported. 


Jobbers quote: Holdfast, light, $1.25 per 
roll; medium, $1.55 per roll; heavy, $1.85 
per roll. Standard, light, 95c. per roll; 
medium, $1.25 per roll; heavy, $1.5 Slate 
surface roofing, 85 Ib. grade, $2.30 per 
square. 


Sheets.—There is a very fair demand 
for black and galvanized sheets. 
their prices 


Jobbers have not advanced 


to take care of the recent increases made 
by the mills and are still quoting: 28 gage 
black sheets, 4.25c. per Ib.; 28 gage gal- 


vanized, 5c. per Ib 

Screen Doors and Windows.—Prices 
for next year’s delivery have been made 
by most manufacturers. These show a 
decline of 33 1/3 per cent from those 
in effect at the present time. The price 
lists have not as yet been received by 
local jobbers, but will be given as soon 
as available. 
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Screws.—A steadily increasing de- 
mand for screws is reported by jobbers. 
There have been a number of price 
changes, mostly in the downward di- 
rection since last report. — apply 
to cap and set screws. 

Jobbers quote: Machine screws, all sizes, 
75 and 10 off; cap screws, 75 off: set 
screws, 80 off; coach screws, 60 and 10 off; 
wood screws, 80 and 25 off. 

Shovels.—Jobbers report a heavy de- 
mand for shovels. This line was seri- 
ously interfered with by competition 
from Army stores throughout the coun- 
try, but most of the latter class of 
goods has now been absorbed and 
manufacturers are coming into their 


Office of HARDWARE AGE, 
3725 Colfax Avenue South, 
Minneapolis, Minn., Oct. 31. 
ENERAL business conditions are 
not showing quite as much im- 
provement as a few weeks ago. While 
there is some improvement it is some- 
what slower. 

The settlement (or possibly only 
postponement) of the railway strike 
should get the country down to busi- 
ness again so there would be a 
gradual betterment in_ conditions 
throughout the winter. 

No real large volume of business can 
be expected in this territory until com- 
modity prices in general are brought 
down in the proper proportion te farm 
products, or the farm products prices 
increased so as to be in proportion to 
other commodities. This is absolutely 
essential, for the entire western half 
of the country is very much dependent 
upon its farming communities. 

Both jobbers and retailers describe 
business as good considering general 
conditions throughout the world. 


While there have been a few price 
changes they are comparatively unim- 
portant. 


Builders’ Hardware.—The sales of 
builders’ hardware are still going 
strong, especially in the Twin Cities, 
and a gradual improvement is noted in 
surrounding territory. 


Axes.—Sales remain rather slow, but 
are expected to improve with opening 
of the winter season. Prices remain 
as last quoted. 

We quote from local jobbers’ stocks: 
Single bit, $14.50; double bit, $19.50, base 
weights. 

Brads.—Demand for brads of all 
kinds remain very good. Jobbers’ 
stocks are ample. There has been a 
decline in brads in 25-lb. boxes and in 
bulk. 


We quote from local jobbers’ stocks: 
Brads in bulk, 75 per cent; in small pack- 
ages, 70 per cent 

Bolts —Sales of bolts are showing a 
little improvement, although total vol- 
ume remains rather small. There has 
been a reduction in price of small car- 
riage bolts and lag screws. 
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own again. No further price changes 
are reported. 

Jobbers quote: No. 2, D-handle, square 
point, polished, $10.50 per doz. 

Stove Board.—The demand continues 
heavy for stove board, but jobbers’ 
stocks are in good shape to meet it. 
Prices are firm. 

Jobbers quote: Wood lined stove boards, 
24-in., $11 per doz.; 26-in., $13; 28-in., 
$15.25; 30-in., $17; 33-in., $20. 50; 36-in., 
$24.60. Paper lined stove boards, 24-in., 
$6.75 per doz.; 26-in., $7.50; 28-in., $8.25; 
30-in., $9.60; 32- in., $11.65; 35- in., $15. 

Steve Pipe.—Jobbers report the de- 
mand for stove pipe as very heavy and 
dealers’ sales have also been excep- 
tionally good. Prices are firm. 


TWIN CITIES 


We quote from local jobbers’ stocks: 
Small carriage bolts, 60 per cent; large 
carriage bolts, 50-5 per cent; small ma- 
chine bolts, 60-10 per cent; large machine 
bolts, 55-5 per cent; stove bolts, 75-10 per 
cent: lag screws, 60-10 per cent. 

Coal Hods.—The demand for coal 
hods continues to be fair. The weather 
has been a little warm to create any 
active demand. Prices remain as last. 

We quote from local jobbers’ stocks: 
Japanned open, 17-in., $4.30; 18-in., $4.80; 
japanned funnel, 17- in., $5.40; 18-in., $5.95; 
galvanized open, 17- in., $6; 18-in., $6.55; 
galvanized funnel, 17-in., $7.40; 18-in., $8. 


Eaves Trough, Conductor Pipe and 
Elbows.—The sales of this entire line 
continue to be very good, due to im- 
provement in_ building conditions. 
Prices remain as when last quoted. 


We quote from local jobbers’ stocks: 
Eaves trough, 28 gage, 5-in., lap joint, sin- 
ele head, $4.50 per 100 ft.; 3-in. conductor 
pipe, 28 gage, corrugated, $4.50 per 100 ft.; 
elbows, 3-in. corrugated, $1.63 per doz. 

Files.—The demand for files is per- 
haps a little better than a few weeks 
ago. Prices remain as last quoted. 

We quote from local jobbers’ stocks: 
Nicholson files, 6) per cent; Arcade files, 
60-10 per cent; Riverside files, 65-10 per 
cen.t 

Galvanized Ware.—The sales of gal- 
vanized ware do not show any im- 
provement worth noting. 

We quote from local jobbers’ stocks: 
Galvanized tube No. 1, $6.40 per doz.; No. 
2, 7.20; No. 3, $8.40; heavy galvanized, 
No. 1, $18.50; No. 2, $20.50; No. 3, $22.80; 
standard 10-qt. galvanized pails, $2.24; 
12-qt., $2.46; 14-qt., $2.75; 16-qt. stock 
pails, $4.35; 18-qt., $4.80. 

Glass and Putty.—The retail hard- 
ware dealer is now in the midst of his 
best season for these two items, and a 
good volume of business is reported. 
Prices remain as last quoted. 

We quote from local jobbers’ stocks: 
Single strength, 80 per cent: double 
strength window glass, 2 per cent. Com- 
mercial putty in bladders, $4.10 per ewt. 

Lanterns.—There is a fairly active 
demand for lanterns, as is usual at this 
season. There has been a readjustment 
of prices resulting in an increase in 
quoted prices, 

We quote from local jobbers’ stocks: 
Tubular long globe, $14 per doz.; tubular 


short globe, $13.25 per doz.; tubular dash, 
$17.60 per doz. 
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Jobbers quote: Stove pipe, 6-in., 17c. per 
joint; 7-in., 20c. per joint. Stove pipe 
elbows, 6-in., $1.65 per doz.; 7-in., $2.25 
per doz. 

Wire Products.—There has been some 
activity in wire products. Rumors are 
current that a further advance will be 
made by mills in the near future, but no 
confirmation can be secured. New 
prices on wire cloth for next spring de- 
livery are expected to be received 
shortly. 


Wrought Washers.—A reduction has 
recently been made on wrought washers 
and these are now quoted by local job- 
bers at $6 off list. 


Nails.—Sales of nails remain of very 
satisfactory volume, and stocks are 
readily obtainable. Prices remain un- 
changed. 

We quote from local jobbers’ stocks: 
Standard wire nails, $4 base; cement- 
coated nails, $3.40 base. 

Oil Heaters.—There is a fair average 
amount of business being done in oil 
heaters at this time. Jobbers’ stocks 
are ample. Prices remain unchanged. 

We quote from local jobbers’ stocks: 
Japanned, polished steel, 3-qt. capacity, 
$3.50 each; nickeled, polished steel, 4-qt. 
capacity, $5.40 each: blue enameled body, 
4-qt. capacity, $7 each. 

Paper.—There is a very good and 
steady demand for building papers of 
all kinds, and a good volume is ex- 
pected late into the winter season. 
Prices remain as when last quoted. 

We quote from local jobbers’ stocks: 
No. 2 tarred felt, $2.80 per cwt.; threaded 
felt, $1.58; red rosin sheathing, $2.90 per 
cwt. 

Registers.—Sales of registers are 
very small and no particular volume 
of business is expected. Prices remain 
unchanged, 

We quote from local jobbers’ stocks: 
Cast steel registers, 30 per cent from 
standard price lists. 

Rope.—The demand for rope is im- 
proving slowly. Jobbers’ stocks are 
ample. Prices remain firm. 

We quote from local jobbers’ stocks: 
Pure manila rope, 1844c. per lb. base; pure 
sisal rope, 14%c. per Ib. base. 

Sandpaper.—There remains a con- 
tinued steady demand for sandpaper of 
all kinds, and a very satisfactory vol- 
ume of business is being done. Prices 
are unchanged. 

We quote from local jobbers’ stocks: 
Best grade No. 1 at $7.20 per ream; second 
grade No. 1 at $6.50 per ream; No. 1 gar- 
net paper at $15 per ream. 

Sash Cord.—There is a very good 
sale for sash cord, especially in sizes 
used for small homes. Owing to recent 
fluctuations in cotton market prices 
vary somewhat. 


We quote from local jobbers’ stocks 
Best grades from 5&8c. to 65c. per Ib di- 
nary sash cord from 46c, to 40c, per |) 

Sash Weights.—The demand for sash 
weights is very satisfactory and natur- 
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ally follows conditions in sash cord. 
Prices remain as when last quoted. 

We quote from local jobbers’ 
$2.30 per cwt. 

Screws.—There is a fairly active de- 
mand for wood screws of all kinds at 
this time, and sales are much better 
than any previous period this year. 
Prices are unchanged. 

We quote from local jobbers’ stocks: 

Flat head bright screws, 80 per cent; round 
head blued screws, 75 per cent; flat head 
japanned screws, 70 per cent; flat head 
brass screws, 72% per cent; round head 
brass screws, 70 per cent. 

Snow Shovels and Sidewalk Scrapers. 
—There having been no snow as yet 
there is, of course, no retail demand 
for shovels or scrapers. Prices remain 
as when last quoted. 


stocks: 


quote from local jobbers’ stocks: 

Wand, straight handle, $5.20 per doz.; steel 
blade, straight handle, $4.50 per doz.’ gal- 
vanized steel blade, D handle, $11 per doz. ; 
steel sidewalk scrapers, $4. 50 per doz. 

Solder.—The sales of solder are 
showing a slight improvement, mostly 
in a wholesale way just at present. 
Prices show an advance of about 10 
per cent. 


We quote from local jobbers’ stocks: 
Half and half solder, 22c, per Ib. 
Steel Sheets—Sales are possibly 


somewhat better, but there is no par- 


Washington News 
(Continued from page 77) 

In the trades covered there were 27,- 
083 wholesalers, or one wholesaler for 
every 3903 persons, or 899 families. 
The selected trades covered by this list 
do not include dealers in perishables 
and many of the minor lines, and it is 
probable that the total number of re- 
tail establishments is in excess of 
1,200,000. 


Food Group the Largest 


Retail grocers and delicatessens con- 
stitute the largest retail group, and of 
these there are 335,212, or one for each 
315 inhabitants, or seventy-three fami- 
lies. Im the grocery trade there are 
5950 wholesalers, or one wholesaler for 
each fifty-six retailers. 

In the men’s furnishing line there are 
40,399 dealers or one for each 316 in- 
habitants, or seventy-three families. 
This would be equivalent to one retail 
men’s furnishing store for each 907 
men and boys above twelve years of 
age in this country. 

There are 35,207 retail dry goods 
stores serving an average of 3002 per- 
sons, or 691 families. These retail dry 
goods stores are served by 2780 whole- 
sale establishments, or one wholesale 
establishment for every thirteen retail 
establishments. 

There are 141,867 retail boot and 
shoe dealers serving on an average of 
745 persons each, or 172 families. 
These retailers are supplied by 1399 
wholesale establishments; that is to 
say, one wholesale establishment on the 
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ticular demand. Prices remain 
when last quoted. 


We quote from local jobbers’ 
28 gage black sheets, $4.50 per 
28 gage galvanized sheets, $5.50. 

Steel Traps.—Inasmuch as there has 
been no snow and no cold weather there 
is practically no demand for steel traps 


as 


stocks: 
Cw, ; 


at yet. Prices are unchanged. 

We quote from local jobbers’ stock 
In dozen lots: Victor No. 0, $1.71; No. | 
$2.01; No. 1%, $3.05; No. 2, $4.21; New 
house No. 0, $4.75; No. 1, $5.62; No. 1, 
$8.50; No. 2, $12.56. 


Stove Goods.—Considering the un- 
usually mild weather prevailing there is 
a good demand for stove goods. Stocks 
are plentiful and prices remain the 
same. 


We quote irom local jobbers’ stocks: 
Stove boards, crystallized, 28 x 28, $16.15; 
30 x 30, $18.15; 26 x 36, $26.10; stove 
pipe, uniform blued, 28 gage, 6-in., $13.50 
per crate .; elbows, 6-in., common 
corrugated, $1.56 6-in., adjustable, 
charcoal iron, $2.05 dampers, cast 
iron, wood or coil handle, $1.50 doz.; 
shovels, japanned, 15-in., 75ec. doz.; ja- 
panned jumbo, 21%-in., $1.70; japanned 
jumbo junior, 14-in., 60c. doz. 


Tin Plate——The demand for tin plate 
remains about the same as for some 
weeks past. Jobbers’ stocks are am- 


ple. Prices remain firm as when last 
quoted, 

We quote from local jobbers’ stocks: 
Furnace coke ICL, 20 x 28, $14.15; roofing 


average supplies 101 retail boot and 
shoe stores. 


No Data On Hardware Stores 

There are 55,633 candy stores in the 
United States served by 8572 whole- 
sale candy dealers, or about one whole- 
saler for every six and one-half re- 
tailers. No figures as to hardware 
stores are yet available. 

As far as the Commission is able to 
estimate it, the approximate number of 
persons employed in wholesale and re- 
tail trades amounts to 3,644,073, or 3.4 
per cent of the population of the United 
States. 

These figures present a fairly accu- 
rate picture of the magnitude of the 
retail and wholesale trades, as far as 
it can be presented by figures showing 
numbers of establishments in ratio to 
population. While no definite conclu- 
sion can be drawn from data thus far 
gathered by the Commission, it is 
stated that it “seems probable that 
many of the retail lines and some of the 
wholesale lines are overcrowded, and 
that this condition is in some measure 
at least responsible for both the busi- 
ness failures which occur in these 
trades and for the large proportion 
of the total expense of distribution 
represented by wholesale and retail 
distribution.” 


Cyclone Fence Co., Waukegan, III., 
has established a branch office in At- 
lanta, Ga. The address of the new 
office is 920 Healey Building. W. K. 


Sandmeyer will be in charge. 


F. W. Trabold has resigned as second 
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tin, IC, 20 x 28, 8 Ib. coating, $14.50 per 
box. 

Washers.—Demand for washers re- 
mains very light. Stocks are ample. 


Prices are unchanged. 


_ We quote from local jobbers’ stocks: 
One-half in. wrought steel, $6.45 per cwt.; 
l-in. wrought steel, $6 per cwt. 
Weatherstrip.—There is a fair de- 
mand for weatherstripping, but not as 
ood as should be because of mild 


ather prevailing. Prices are the 
same as when last quoted. 

Ye quote from local jobbers’ stocks: 
W i and felt, %-in. and %-in., $2.10 per 
li t.; l-in., $2.85 per 100 ft. 

Wheelbarrows.—The demand for 


wheelbarrows continues to be only mod- 
erate. Prices are unchanged. 

We quote jobbers’ stocks: 
Wood sta $36 per doz.; No. 
1 tubular No. 1 garden, 
$5.40 each. 

Wire.—The demand for wire of all 
kinds remains rather light. Some busi- 
ness should develop shortly in farming 
communities for barbed wire. There 
has been a slight increase in prices. 
jobbers’ stocks: 


80 rod spools, 
painted 


from local 
> fully bolted, 
steel, $7 each; 


We quote from local 
Barbed wire, painted cattle, 
$3.43; galvanized cattle, $3.78; 
hog wire, $3.60; galvanized hog _ wire, 
$4.05; smooth black “annealed No. 9, $3.70 
per cwt.; smooth galvanized annes uled No. 
9, $4.20 per cwt. 


vice-president and general manager of 
J. H. Williams & Co., Brooklyn, N. Y. 


The Clipper ‘Tool Co., Buffalo, RN. ¥. 
will be represented in the South by Sid- 
ney St. J. Eshelman, whose head- 
quarters are in New Orleans, La. Mr. 
Eshelman will cover the territory from 
Virginia to Texas. 


The Ken-Wel Sporting Goods Co., 
Gloversville, N. Y., has issued a new 
fall and winter catalog to be distributed 
among dealers. The booklet embraces 
the description and illustration of foot- 
ball goods, soccer balls, volley balls, 
striking bags, boxing and fighting 
gloves, handballs, gymnasium clothing 
and equipment. 


Atlas Valve Co., 282 South Street, 
Newark, N. J., has pub lished a catalog 
describing he Atlas, Ideal and Victor 
reducing valves, pump governors, pres- 
sure regulators, hot water regulators, 
control valves and damper regulators. 
The book is known as Junior Catalog 
No. 21. 

Clyde E. Dickey, 233 Broadway, New 
York, has been appointed sales repre- 
sentative for The Peerless Drawn Steel 
Co., Massillon, Ohio 


The Clipper Tool Co., Buffalo, N. Y., 
will maintain its own office in New York 
after December 1, 1921. In the 
Thomas A. Troy, Inc., has handled this 
business. 


past 


Stedman Products Co.. South Brain- 
tree, Mass., has issued a 
ing the essential details on 


Naturalized Flooring. 


pamphlet giv- 


Stedman 
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NEW GOODS AND NOVELTIES | 


Products Being Placed on the Market by Hardware Manufacturers 

















For Disposal of Refuse 


The Incinerite a product of E. C. 
Stearns & Co., Syracuse, N. Y., gives 
the buyer a clean and sanitary method 
of disposing of refuse without the aid 
of a garbage pail. 

The Incinerite is made in different 
sizes for different homes, hospitals, 
hotels and apartments. It is sub- 
stantially built of heavy serviceable 
castings brass and sheet lined with 
asbestos. It burns either natural, manu- 
factured or gasoline, gas and destroys 
wet or dry garbage without odor. 

The Incinerite is made of differertt 
types for wall installation or for por- 
table set-ups. This device could easily 

















The Incinerite 


be installed in any kitchen and would 
be a great convenience, and not at all 
objectionable as there is said to be no 
resulting odor regardless of the amount 
of refuse being burned. 


Reversible Door Electric 
Toasters 


It will toast a full slice of bread 
quicker and will turn the bread without 
burning the fingers. That is the story 
of the M-B reversible toaster made by 
Manning-Bowman & OCo., Meriden, 
Conn. 

This toaster is built to take a full 
size slice of bread without trimming. 
The nichrome wire unit is 600 watts 
and is said for this reason to heat up 
very quickly at no greater fuel cost. 
The bread fits in a frame or door which 
may be reversed by turning the little 
black wooden knob at either side. 

The M-B toaster is nickel plated and 
is furnished with or without a toast 


rack. Six feet of cable cord with a de- 
tachable plug is part of the equipment. 





M-B Electric Toaster 


Each toaster is packed in an individual 
carton, six to a package. 


New Cabinet Electric Washer 


Voss Bros. Mfg. Co., Davenport, 
Iowa, have placed on the market the 
Voss Sea Wave Washer known as Model 
B. It is of the cabinet type with heavy 
sheet steel panels, rigidly braced en- 
closing all working parts. 

The tub has a capacity of six sheets, 
and is made of heavy copper tinned 
heavily inside. The motion of oscilla- 
tion produces a figure eight movement 


of the water resembling a sea wave 





Voss Sea Wave Washer 


which accounts for the name. The 
wringer offers a choice of three posi- 
tions. The extra heavy casters roll 
easy and have a special locking device. 
The frame is built like a bridge from 
angle irons solidly braced, insuring, it 
is said, rigidity and lack of vibration. 
The tub is finished in white enamel 
baked on the cabinet is finished in sea 


Reading matter continued on page 94 
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green enamel and the wringer is in 
natural color. 


Non-Electric Vacuum Cleaner 


Several years ago the inventor of the 
Wireless Vacuum Cleaner completed a 
crude model of this machine and used 
it in his own home for five years. The 
results were found so satisfactory that 
the inventor succeeded in interesting 
active men in producing and marketing 
it. The Wireless Vacuum Cleaner Com- 
pany, Inc., Detroit, Mich., is now pro- 
ducing this device. It is operated by 
a holding grip on the handle which 
operates a noiseless chain drive inside 
the handle. It works so easily that if 

















Wireless Vacuum Cleaner 


the handle is in a perpendicular position 
the handle will slide down and start the 
machine in operation. In regular use 
the natural operation of sliding ma- 
chine backward and forward and hold- 
ing the hand grip still, gives the cleaner 
5000 to 7000 revolutions per minute, 
accomplishing the same work by a 
motor on an electric cleaner. The speed 
can be increased or decreased instantly 
without moving the machine, thus in- 
tensifying or reducing the speed, as the 
dirt to be removed may require. Ten 
thousand revolutions a minute or more 
is obtained when required. 

The weight of the Wireless Vacuum 
Cleaner is approximately 6 lbs. and it 
is said to be the lightest high velocity 
vacuum cleaner in the world, and is 
very easy to operate. It does not re- 
quire electricity to drive it—no cords 
to attach to sockets or trail behind the 
machine, neither does it derive its 
power from traction of wheels upon the 
floor. The speed can be increased or de- 
creased instantly without moving the 
machine thus intensifying the operation 
or reducing it, as the dirt to be removed 
may require. Lastly it costs nothing to 
operate. 
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